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his text, a most effective ser- 

mon was delivered before one 
of the meetings of the recent con- 
vention of the Advertising Clubs of 
New England by 


Tis te the headline above as 
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ful planning, his accurate aim, and 
his selection for harpooning not of 
the largest looking whales but of 
those which experience had taught 
him had the most oil, meat and bone. 
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“A Whale of a Volume and 
a Minnow of a Profit” 


And this in conclusion: 

“Just as the successful whaler 
brings back what he goes after, so 
does the successful merchant, mer- 
chandiser, buyer and advertiser do 
these four things: 

“1. Instead of 








Amos Parrish, of 
Amos Parrish & Co., 
advertising counsel- 
lors, New York City. 
Before _ beginning, 
Mr. Parrish saw to it 
that reproductions of 
the cartoon on this 
page were distributed 
among his audience. 

Holding the draw- 
ing in his hand, he 
painted a picture of 
the braggart whaler 
going forth with im- 
plements which his 
grandfather had used, 
of his frightening 
away all the whales 














hurry, hand-to-mouth 
(and mostly mouth) 
planning, he plans 
far enough ahead to 
do something about it. 
And gets good net 
profits. 

“2. Instead of us- 
ing noisy, moss-cov- 
ered dynamitery, he 
uses the finest selling 
equipment he can get 
—good people-moving 
advertising and sound 
goods-moving mer- 
chandising that re- 
flect careful planning. 
He is armed with that 








by the noise he made, 
all except one mon- 
ster which, being 
filled with gas, blew 
up when harpooned, 
leaving in its stead a 
tiny minnow. This 
he took home to his 
board of directors 
with an expression of 
pleasure on his face. 

Then another pic- 
ture—this time of the 
successful whaler 
















equipment, his care- 





with his modern Cl ONS 


most important of all 
harpoons—new fash- 
ions, sold at a fair 
price. 

“3. Instead of 
guessing at what he 
is aiming at — and 
missing until he is al- 
most worn out—he 
takes time enough 
carefully to pick his 
target, so his aim can 
be deadly accurate. 

“4. Instead of 
Crx, shooting at empty, 


windy, profitless vol- 
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Just a series of boxes 

piled pyramid fashion 

and standing against a 

background draped as 
shown 
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The Newer Note In Windows 


Your Local Carpenter Can Be a Big Help 


window trimming. Even a casual inspection 

of exclusive shops in the bigger cities will 
serve to convince the most skeptical. Curiously 
enough, the trend is a combination of two apparent- 
ly. discordant elements—simplicity and that type of 
art which flourished a few years ago under the title 
of cubist. 

True, the cubist art was anything but simple. No 
average human being could even understand it. It 
was a weird mixture of cubes, pyramids and hexa- 
gons in every conceivable color, and all, according to 
the intelligentsia, designed accurately to picture the 
little brown wren nesting comfortably in the old 
apple tree in the backyard—or something equally in- 
spiring. 

But take these cubes, pyramids and hexagons and 
manufacture them out of wood of the cheapest kind, 
coat them with a neutral or bright colored enamel, 
stick them here, there and everywhere in the win- 
dow—and you have the modern note in trims. 

Note the window shown on this page. The fixtures 


A REVOLUTION is under way in the field of 


This composition ts 
equally good in 
small as well as 
in large windows, 
but the unit fix- 
tuxes should not be 
too high in a small, 
shallow window. 
The rug on the 
floor helps to tie 
the picture together 


w 
A 


in the foreground are nothing more nor less than 
hollow boxes practically square in cross section. In 
each one of the three groups are three of these fix- 
tures, one behind the other. Also in each group, each 
fixture is somewhat higher end wider than the one 
in front of it. The center group shows a light colored 
fixture between two darker ones. The groups at the 
ends show the darker fixture sandwiched between two 
lighter ones. And all three groups are backed up by 
a multi-colored screen painted in characteristic cubist 
fashion. 

In smaller stores, with less window space, such a 
screen would be unnecessary, assuming that the per- 
manent window background blended with the colors 
selected for the fixtures. Or a plain color screen har- 
monizing with the fixtures and designed to serve as a 
background for the shoes would be eminently suitable. 

Turn to the I. Miller window for a minute and note 
the triangular design of the fixtures—two triangular 
mirrors and one diamond-shaped, hung against the 
fabric background which has been draped in graceful 
folds across the back and one side of the window. The 
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ort 
In this fixture we enter the 
field of the metal worker, 
although it could be made 
with a scroll saw from wood 
just as well. In metal, how- 
ever, it can be given an 
antique effect, which adds 
much to its effectiveness 


fixtures on the floor are low tables 
or tabourettes with a triangular 
drop leaf in the front. The divid- 
ers are constructed of wood and, in 
effect are a series of triangles 
joined together to form a zigzag 
which increases in height from the 
front of the window to the back. 
The wood fixture at the left of 
the window is merely a bunch of 





The two bases are semi-circular. 
The cone is semi-hexagonal, with 
steps for shoes and hosiery 


well-planed half or three-quarter- 
inch boards mortised together in 
the design shown. Your local car- 
penter could build it easily and you 
can color it to suit your taste with 
any one of the many brushing en- 
amels on the market. 

It is all very well, however, to 
talk about the simplicity of such 
fixtures as these but you must keep 
in mind that they can be made 
hideous by the use of inappropriate 
colors and that, even though the 
colors in themselves may. be agree- 
able to the eye they must not be 
such as to detract from the color of 
the shoes. 

After all, it is the shoes which 
are to be shown to best advantage. 
And here your local paint dealer 
or furniture man can be of assist- 
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Wood shelving supported on 
metal brackets would be a 
happy way of constructing 
this or a similar fixture—or 
even a highly carved book- 
shelf of the type which 
stands on the floor or which 
can be hung on the wall 


ance, the former with his color 
charts and the latter with his prac- 
tical knowledge of interior decora- 
tion. Or, if you are a devotee of 
the theater, study the colors in the 
backdrops employed in the better 
class of musical comedies and see 
how they are designed so as to 
show the dresses of the chorus (or 
lack of dress) to best advantage. 


The advantage of 
the zigzag dividers 
window 1s that it 


enables the win- 
dow-trim man to 
show more than 
one type of shoe 
in the same window 
without apparent 
clash, and yet the 
dividers do not 
have the rigid ef- 
fect which would 
be given by a solid 
wall 
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A Better Day Ahead 


NCE in a while one of the general magazines 
will publish an article that is purely a busi- 
ness paper story. It is directed at the merchant 
through the eyes of the whole public. It must be 
adroitly written to command reading, as fiction, 
but nevertheless concealing the desired point. In 
reading between the lines one now comes to the 
conclusion that the big consumer publications are 
being forced to see the point that the independent 
little merchant is worth preserving. What will be- 
come of Rotary and Kiwanis if all stores are chain 
stores, and what will become of trade-marked pack- 
age goods if all such nationally advertised articles 
become “leaders”-in chain stores and when sold be- 
low cost by them, are thrown out of neighborhood 
stores because comparisons in price are dangerous. 
If you love your own home town and feel a fel- 
lowship for the local grocer, butcher and druggist 
tell him to study the retail store changes that are 
being made in other bright towns everywhere. The 
small town merchant is diversifying his goods and 
doubling his turn-over by selling sundries bought 
with study of his community’s needs. The day is 
not over for the tobacconist, baker, butcher or 
druggist, it has just begun. He buys “temptation” 
goods so that his store carries almost everything 
within his field and without it, too. Location and 
the tendency of people to shop “near-by” and in a 
hurry has helped the small merchant. 
In Collier’s for Nov. 26 William G. Shepherd 
tells the small merchant to talk heart—criss-cross 
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modern copy of the old cross-roads, general store 
in its endless variety—this new store saves the 
public time, energy and money—because the mer. 
chant knows what the public wants. He also says 
a very significant thing, “The store as we know it 
today, will be a COMPLETELY NEW THING 
within the next few years, at the present rate of 
change. 

If a strange new store is promised for foodstuffs 
and supplies is it not reasonable to expect a pos- 
sible new shoe store which places a high premium 
upon the one thing it can best do—fitting, plus se- 
lection of those particular “temptation” types of 
footwear as will best please the community cus- 
tomer—in a store newly planned for the emphasis 
of this service and selection. 


“Hear” of the Customer 


HEN a great master. merchant. made the 

declaration that-“The customer is. always 
right,” it was just another way of saying to his 
merchandise adjusters, heads of departments and 
salespeople, “Do not argue with a customer. The 
customer had confidence in this house or he or she 
would not have made the purchase. Do nothing to 
lessen the confidence. Listen to each story with 
courtesy and attention. The customer believes he 
is right or he would not make a complaint. Agree 
with him that from his viewpoint he is right; but, 
if in your opinion his viewpoint is wrong, then 
endeavor to show him his error.” 

There is no doubt that the misinterpretation and 
misapplication of this principle has cost the mer- 
chants of the country thousands upon thousands of 
dollars in adjustment of claims that should not 
have been allowed. It has caused the bars to be let 
down and the public have come in in droves to rich 
pastures, but such was not the intention of the mer- 
chant who first promulgated this principle. 

He recognized, as every good, reputable mer- 
chant today recognizes, that mistakes will occur 
and that merchandise will some times go wrong, 
and that it is better to adjust the complaint 
amicably than to loose the confidence and good will 
of the customer. 

The head of a very large store always looks the 
customer straight in the eye and listens to the whole 
story before he says a word. If the customer hesi- 
tates he says, “Go on, tell me the rest of the story. 
I am listening.” In ninety-nine cases out of a hun- 
dred if the customer is lieing, he or she will trap 
himself or herself before the story is finished. It 
is then easy to make a satisfactory adjustment be- 
cause the customer has disarmed himself. 

This adjuster says, and get this straight, as it 
is the basis for most of the evil, that most of the 
complaints come from customers whose credit has 
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been strained to the breaking point. It is a well- 
established fact that the cash store has very few 
complaints as compared with the store that does 2 
large credit business. 

The fact of the matter is that credit is too cheap. 
Nearly every big store in the country is bidding 
for charge customers. Many of them never expect 
their customers to have their accounts paid in 
full. They are well satisfied if the customer will, 
on the first of each month, send a remittance of 10 
per cent of the statement rendered. 

At the bottom of the whole trouble is FEAR— 
fear that “we” will not get all the business; fear 
that “we” will offend the customer and he will not 
pay us what he owes us; fear that other people will 
believe the lie he will tell about us not being fair 
with him. 


Less Faith in Sales 


OMEN have lost faith in sales. They simply 

do not believe that there is any price for 
shoes any more. To w 
hear them talk one 
would believe that they 
do not place any con- 
fidence in even the best 
stores. Recently a wo- 
man who had purchased 
a pair of $15 shoes 
asked for the manager 
as the sale was com- 
pleted. “I have paid 
you full price for these 
shoes,” she said. ““Now 
if I see this same shoe 
reduced in price within 
the next few weeks I 
surely want my money 
refunded accordingly. I 
do not propose to pay 
you $15 for a pair of 
shoes only to see them 
offered at half that in 
a short time.”. The lady 
was, no doubt following 
the custom of automo- 
bile buyers who insist 
upon being protected 
against price reduc- 
tions soon after the 
hew car is bought. Isn’t 
there something radi- 
cally wrong with selling 
methods when people 
take such an attitude? 
Have they not lost all 
faith in sales? 











the way to progress. 
Through your 


merchant. 


ther success and profit. 


(Signed) 
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The ‘Reason Why 


SCHWARTZ’S 
Atlantic City, N. J. 


Without any idea of exaggeration, I want to state 
that the Boor AND SHOE ReEcorDER has shown me 


advertisements, 
editorials, through your prophecies of future styles 
and leathers, through your sound principles of busi- 
ness and of salesmanship in general, your paper is 
regarded by us as a beacon light for the retail shoe 


The Recorper flashes a light towards progress, 
and as the advance begins towards it your paper 
keeps on flashing ahead to stimulate us to still fur- 


Sincerely yours, 


HERMAN SCHWARTZ 


Mr. Schwartz is very kind in thus expressing 
himself regarding the REcorpeER. 

And it’s a great satisfaction to us, as publishers, 
to know that our service to shoe merchants is ap- 
preciated and profited by. 

Every day we are receiving just such letters, 
which inspires us towards greater service still. 


» og 
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Pep in the Old Town 


) E-VISITING a town or city ,after a year’s 
time has elasped is mest interesting. In one 
town the visitor sees things unchanged. Same old 
stores, dying of dry rot. Same old paint peeling 
off in patches. Same old dirt. Same dead flies in 
the windows. In another one sees evidences of 
new life. New thought—inspired by local pep or 
the coming in of new blood. A new little shoe 
store may have appeared on the scene. That little . 
store has acted as a galvanic battery. It has put 
new life into the sleepy old burg. All the old 
timers have pepped up. Sometimes, however, that 
little store is all alone in its peppiness. The others 
have not yet awakened to the arrival of the new 
one. 

You can tell when a store is dying just as you 
can tell when a tree or plant is dying. The evi- 
dences are just as plain. It’s a pity some of the 
owners could not step out and view themselves at a 
little distance. Or better, go away and stay 
7» ®while and then come 
back and view things 
with a fresh eye. It 
might help if a good 
healthy fire should hap- 
pen along. A calamity 
sometimes results in 
great benefits. 








Better Door 
Work 


HE reception of a 

person at the door 
may result in losing a 
customer. If the per- 
son enters and stands 
for several seconds un- 
noticed and unseated 
he or she may walk 
out never to return. 
We have seen it hap- 
pen lots of times that 
a man enters a store 
and stands for a min- 
ute awaiting the - at- 
tention of a sales force 
too busy’ discussing 
Tunney and Dempsey 
to see a customer wait- 
ing. Men are impatient 
about such things. Wo- 
men may remain but 
they remember the 
slight. 


through your 


* 


President. 
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N exposition and runway show 

A isstrvasses in brilliance in 

the entire history of shoedom 

will mark the 1928 convention of the 

National Shoe Retailers’ Associa- 

tion, Jan. 9, 10, 11 and 12, in the 

gorgeous setting afforded by the 

3000-room Hotel Stevens, Chicago’s 

latest wonder and the world’s largest 
hotel. 

Greatest of all of the annual con- 
ventions and style revues will be this 
1928 affair, with footwear exhibi- 
tion, fashion revue, sample rooms, 
convention and banquet sessions all 
housed under one roof in this new 
hotel, available for this function for 


Something New in Style Shows 


Novel Features Are Planned by Julius Goldberg 
for N. S. R. A. Revue in Chicago 


the first time in the existence of the 
association, which has heretofore 
been handicapped by lack of proper 
facilities. 

When it comes to style shows, the 
1928 N. S. R. A. product will easily 
rank at the top. Julius Goldberg of 
the famous O’Connor & Goldberg 
Co., famous style merchandisers, as 
a personal favor to President An- 
thony H. Geuting has consented to 
direct the revue and has devoted 
much time to it already. 

It is characteristic of Mr. Gold- 
berg that he isn’t doing much talk- 
ing about what is going to happen, 
but from officials who have been in- 

















formed of his progress just enough 
has been learned to make it a mag- 
nificent mystery. The stage setting 
alone should make Mr. Goldberg’s 
reputation as an impresario, and the 
association has been promised some- 
thing more than a random proces- 
sion of models. Styles will be pre- 
sented in a radically different 
manner at this convention, accord- 
ing to selling range rather than in a 
jumbled collection covering every 
known grade. 

There will be 75 models partici- 
pating in the revue, which will be 
presented both Monday and Tuesday 
evenings, each mannequin to make 

two appearances. Director Beck 



































Footwear exhibition, style re- 
vue, sample rooms, convention 
and banquet sessions will all 
be under the roof of the new 
Hotel Stevens—the largest hotel 
in the world 


is again responsible for smooth 
presentation of the runway fea- 
tures and has promised to pro- 
duce a bevy of beauties. 


NE of the factors in the 

success of previous N. S. R. 
A. conventions has been the fa- 
vorable_ transportation ar- 
rangements which allowed mem- 
bers to attend at greatly reduced 
rates, and the association has 
again seen to it that members 
will receive the benefit of special 
rates. 

Being the first national con- 
vention of the N. S. R. A. since 
the inception of its four-year 
national advertising campaign 
[CONTINUED ON PAGE 73] 
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The best sales argument for the newer 
type eggings is that they can be worn 
over rubbers 
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Fancy Leggings to the Fore 


“ HEN they first showed me 

WV these spattees, way back 

in September, I said: 

‘When the women will not even wear 

a pair of overshoes, these long leg 

coverings will have to go some to 
make a successful seller.’ ” 

This was the recent comment of 
L. W. Hollis, manager of the M. N. 
Arnold Co.’s Glove Grip Shop, lo- 
cated on the ground floor of the Hotel 
Statler, Boston. “But they have 
gone some—and then some more,” 
he aded. “We put in our first lot 
Sept. 10, and we are delighted with 
the results. 

“And why not? You see, in the old 
days, when we had the button spat, 
we always had our troubles with the 
ladies. The many salesmen in the 
various stores of the country whom I 
knew simply dreaded to fit them. It 
was always a case of changing the 


_ buttons, or changing the edges, or 


the seams—to make them larger or 
smaller to suit the individual leg 
measurements of the customer. 
These spattees, with their adjustable 
features, proved a great time saver 


Men are manifesting 
an awakened interest 
even this early in the 
good old spat 


It Is Now “Smart” to Be Warm 


and an eliminator of many com- 
plaints, and returns for a repair here 
or there. They can be worn readily 
with rubbers on stormy days; they 
look smart over a sport oxford, one 
perhaps with a fringed ‘kiltie’ tongue 
hanging down over the instep; they 
can be turned over at the top, form- 
ing a cuff, or they can be rolled up 
over the knees. 


“ NE of the chief complaints of 

women motorists in winter 
weather is that their ankles and legs 
are cold. This winter, hosiery will 
be confined almost entirely to the 
chiffon variety, I believe, and there- 
fore, unless some added protection is 
given to the limbs, colds and discom- 
fort will ensue. A woman, young or 
old, will stand a certain amount of 
discomfort for style’s sake, but not 
always. I think that the ladies have 
determined now to be comfortable 
when cold breezes blow, especially as 
it is the correct thing to do! These 
spattees are new enough, and easily 
adjustable enough, to be interesting 
to the fair sex. And there you are! 













We put in a small order first, about 
the middle of September, cleaned 
that lot out in ten days, and have re- 


ordered several times. The best 
selling sizes are 3, 4 and 5, although 
they run as large as size 7.” 

The above interview with Mr. Hol- 
lis took several minutes, and the 
RECORDER representative meanwhile 
noted that many folks going into the 
Statler use the M. N. Arnold Shoe 
Co.’s store for an entrance, and stop 
to look at the new accessories and to 
buy a pair of spattees. 


SPECIALLY popular are the 
fawn shades, with turnover cuff, 
dotted with a design in blue. The all- 
over gray spattees are also strong in 
the demand. Mr. Hollis has trimmed 
one of his windows so that a pair of 
these spattees is shown attractively. 
He has idealized these spattees by 
placing them on a leg and foot form, 
over a pair of shoes, one with the 
cuff turned over and the other with 
the cuff turned back and pulled up 
over the knee. Beside this exhibit 
[CONTINUED ON PAGE 92] 





Many of them take 
kindly to the novelty 
gaiter with the slide 
fastener 
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Pepping Up Consumer Interest 


Seattle Merchants Get Overwhelming Response 
to 10-Page Newspaper Section 


66 NE of the most effective ad- 
vertisements our business 


has ever had,” said Harry 
Perkins, president of Harry Perkins, 
Inc., and chairman of the Seattle 
Retail Shoe Dealers’ Association 
style committee, in summing up the 
results of a splendid ten-page “foot- 
wear section” carried in the Sunday 
papers Oct. 16. 

This section was the result of 
many weeks of work both on the part 
of the Shoe Dealers’ Association, the 
newspapers, style experts and art- 
ists, who have worked in close har- 
mony and very co-operatively that it 
might achieve the distinction it un- 
deniably possessed, and thus appeal 
to the greatest number of readers. 

The retail shoe merchants pro- 
vided the Times with their best in 
shoes and hose. Leading depart- 
ment stores contributed generously 
of frocks and gowns. Models were 
photographed, and wherever neces- 
sary or desirable sketches were made 
from the photographs. All of these 
photographs and sketches were then 
submitted to the association for final 
selection. 

Miss Katherine Kerr, New York 
shoe stylist, prepared the copy for 
the section, securing personal inter- 
views with heads: of leading shoe 
stores and departments for authentic 
information. 

There were pages devoted to the 
children, the college girl, the women, 
and even the men were not neglected. 


There was a vast array of informa- 
tion along educational lines, as well 
as style hints. 


There were profuse illustrations 
and a wealth of good common sense. 
Seattle women literally devoured 
the section. That they were favor- 
ably impressed by its contents is 
shown in the following expressions 
of opinion from prominent Seattle 
women, commending the section: 

Mrs. Victor Zednick, founder of 
Aspasia Club, active in Federated 
Women’s Club work and a member of 
the Mayor’s board of censors, urged 
the Times to publish more informa- 
tion of this kind, and expressed en- 
thusiastic approval. 

Mrs. Harry A. Pashley, president 
P. T. A. of Seattle, said: “It was 
educational for the children. In the 
schools pupils often have to write 
compositions on the evolution of 
dress. Such newspaper articles as 
these are helpful and instructive. I 
enjoyed it immensely. The men 
liked their page, too.” 

Mrs. E. S. Goodwin, president 
Seattle Council, Camp Fire Girls, 
was pleased to learn for the first 
time how to take care of the different 
kinds of leathers and fabrics in 
shoes. “It also showed the differ- 
ence between good and bad taste in 
shoes,” said Mrs. Goodwin. 

Mrs. Henry Ward Beecher, presi- 
dent Women’s University Club, said: 
“T have never seen fashionable foot- 


wear described so well or pictured so 
cleverly.” 

Miss Helen Williams, president 
Kappa Alpha Theta sorority, Uni- 
versity of Washington: 

“I know the girls found the 
stories and pictures very helpful. In 
the hurry and excitement of college 
life one hasn’t much time to spend 
hunting fashions. It’s so convenient 
to have them pictured and described 
as they were in the footwear sec- 
tion. Shoes are so important, any- 
way.” 


VERY retail shoe merchant and 

shoe department in town made 
this section an individual tie-up with 
his store. A number of attractive 
windows appeared, and all sales 
staffs were on their toes to cash in 
on the information and add to the 
knowledge gleaned by the individual 
customer from the section. Busi- 
ness more than justified expecta- 
tions. 

The Seattle Retail Shoe Dealers’ 
Association conducts semi-annual 
campaigns, spring and fall. 

This live organization meets every 
Tuesday for noon luncheon meetings 
and keeps just a bit ahead of the 
minute in its efforts to educate the 
public and stimulate the proper wear 
of proper footwear. Its president is 
L. J. Conley, manager of the Down 
Stairs Shoe Store of Frederick & 
Nelson. 
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$100,000 in a-Town 
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Of 1800 


Nick Bahouth Upsets a Few of The Trade’s 


immigrant, who could not speak 

English, got a job as a hand 
welter in the Nettleton factory in 
Syracuse. 

In 1914, Nick Bahouth was told 
by a doctor that he had T. B., so 
could not work inside any more. 

In 1927, Nick Bahouth, who now 
speaks English without an accent, is 
the proprietor of a shoe store doing 
a volume of $100,000 in high grade 
shoes alone in a town of 1800. He 
is well; owns his own home and his 
own business; and has other prop- 
erty in his home town of Fayette- 
ville, N. Y. 

Maybe the reason for his success 
is that no one ever told him that 
small towns were doomed, with peo- 
ple spending most of their money in 
the cities and on automobiles. 
movies, radios and the like. He never 
seems to have met any of these opti- 
mists. 

Then, too, he never worked in a 
shoe store and listened to the bunch 
tell how a young fellow never has a 
chance nowadays, unless he has a 
pull; also that anyone who chooses 
the retailing of shoes as a profes- 
sion is nine kinds of a fool. Neither 
did he have any kind of a business 


I: 1910, Nick Bahouth, a Syrian 


Choicest Traditions 


background, as a background is 
generally understood—no training 
in merchandising, no friendly banks 
to assist during the rough going. 

Back in 1914, when the doctor told 
him that the factory was no place 
for him if he wished to exist, things 
looked pretty black. Luckily he had 
saved some money, so when he heard 
that a cobbling shop in the nearby 
town of Fayetteville could be bought 
for a few hundred dollars, the pur- 
chase was made. After cobbling for 
some little time, the thought came 
to him that he might sell a few pairs 
of shoes. He reasoned it out in this 
fashion: “There are plenty of cheap 
shoes sold in this town, so I'll get 
some good ones and have something 
the rest haven’t got.” 


HE first bill bought was a few 
pairs of good odds and ends from 
the Nettleton factory. The speedy 
way in which these shoes sold opened 
his eyes to the possibilities, so he in- 
creased his stock. Soon the retailing 
crowded out the repair business com- 
pletely. Women’s, boys’ and chil- 
dren’s shos were added, all carefully 
selected from a quality standpoint. 
All this time Bahouth was develop- 
ing and picking up the fine points of 















of being 
hampered by a flock of inherited, 


merchandising. Instead 
hide-bound trade prejudices, this 
student of American business cus- 
toms was proceeding along the de- 
cidedly primitive, common-sense 
lines of buying good shoes, fitting 
them well and charging a reasonable 
price. Hence the policy of the 
house: 

“Have good merchandise, nothing 
cheap and nothing that people will 
find fault with, but will come back 
and buy again. Then to do a big 
volume, sell on a close margin. 

“By operating in a small town 
with a correspondingly small over- 
head, more space for less money can 
be had. People will come to you if 
you give them a square deal.” 

[CONTINUED ON PAGE 92] 
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Selling the Whole Sales Force 


Lansburgh & Bro. Trace Many Sales to Employees 
in Other Than the Shoe Department 


T: the correct tie-up between 
newspaper advertising, win- 
dow display and interior dis- 
play, add one more element—selling 


the sales force. Then your cycle is 
complete and your results will be as 


close to 100 per cent as you can ever 
hope to have them. 

Since a recent occasion in Wash- 
ington, D. C., no one is more con- 
vinced of the truth of this than the 
heads of that big department store, 


ee PORPEY STAB WASHINOTON,_D_C._OCTORER_M._ 1807 PARTE 








Mr. Buckley 
The Nationally Renowned 

















Full-page spoce announced 

the unusual event in Wash- 

ington papers. The pres- 

ence of the shoe expert was 
featured 


Ww ¢. x 
Foot apart 
Will Be Here Three Days 
to advies you on the correct madels for your partic- 
ater needs Remember he will be here Monday, Tues 
ats \ Nona 1 


WALK, SHOP, DANCE....LIVE! 
...in this shoe of today 


It’s as different from other shoes as your 
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Lansburgh & Brother, with a sales 
force of between 600 and 700. 

This firm had just decided to fea- 
ture the Flexridge line of the United 
States Shoe Co. Through the co- 
operation of the manufacturer they 
were promised the assistance of I. 
W. Buckley, well known foot expert. 
So they devised a style show which 
would combine the usual style show 
features but which would have, as 
an added attraction, the presence of 
Mr. Buckley with his advice to 
would-be purchasers. 


HIS. should have been good 

enough for almost anyone, but 
the store went even farther than that 
and allowed themselves to be per- 
suaded that not only could a market 
within the store be developed for this 
specialty shoe but that business could 
be built by making every salesman 
and saleswoman in the store a poten- 
tial Flexridge ambassador. 

So they called the entire selling 
staff together in groups and sold 
them thoroughly on the shoe, so 
thoroughly, in fact, that every day 
customers arrive in the shoe depart- 
ment with the glad tidings that they 
have been sent there from some 
other part of the store. 


Showing the runway and 
models in the shoe depart- 
ment of Lansburgh & Brother 
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Borrowing from the Oriental 
Mosaic and Hand Tooled Effects on Calf Skin, Latest 


American Contributions to Fancy Leathers, 
Strike a New Note in Materials 


AND tooled and hand 
H painted leathers are 

not new, but their 
production on a quantity 
basis and by modern machin- 
ery is decidedly new. Re- 
centiy there has been sprung 
on the shoe trade, which is 
getting used to new things 
every day or two, a new 
finish on calf skin, a machine- 
made reproduction of Old 
World mosaics and of hand 
tooled leather. 

Heretofore most of the 
fancy leathers 
have originated 
in Europe. This 
new finish is dis- 
tinctly an Ameri- 
can product. The 
idea was con- 
ceived here and 
the leather is be- 
ing produced in 
that section of 
the metropolis of 
the Western 
World known as 
Brooklyn. 

Briefly, this 
new finish em- 
ploys an emboss- 
ing and coloring 
process. Aniline 
dyes are used for 
the color effects 
and embossing 
imprints the 
marking and real 
gold leaf on the 
leather. 

In the two 
swatches we show on this page, the 
one at the left is the mosaic design, 
reproduced in about three-quarters 
actual size. Black and white, of 
course, cannot give the fine tonal 
color shadings that appear on the 
driginal leather. On this particular 
design, blue, green, red, brown and 
yellow were employed. The fine line 
markings are in gold leaf. In the 
hand tooled design at the right, red, 
brown and black, in combination 
with gold, are used. 

In the process, each color is ap- 
plied separately to the little squares 
in the mosaic design. This design 


leather. 


calf-skin. 


Below at the left is a reproduction of a swatch of the new Mosaic 

The black and white photograph fails to give the real color 

tones, however. At the right is a reproduction of the new hand-tooled 

Above is a shoe in which the mosaic leather in color has 

been combined with pastel parchment kid skin. The new leathers may 
be used for either evening or street shoes. 


is flexible, providing for an infinite 
variety of patterns and colors. 

According to Silas Musliner, who 
is marketing this new leather prod- 
uct, the process of its manufacture 
is being patented so as to keep it 
exclusive. Its cost also is a factor 
that will tend to keep it in the ranks 
of a high style and exclusive ma- 
terial. 


T present the mosaic and hand 
tooled work is being done on 
high grade calf skins, in slabs seven 
by ten inches in size. These are sold 
to shoe manufacturers and others 


who have use for this type of 
leather. It is possible also 
for the process to be applied 
to the manufacturer’s own cut 
vamps, providing, of course, 
that the calf skin vamps are 
of such quality as will permit 
the process being applied to 
them. Still a third method of 
handling is possible. Mr. 
Musliner has arranged for 
shoe manufacturers to pick 
out their own designs, which 
he will apply to cut vamps and 
furnish the processed vamps 
all ready for 
shoe making. 


HE whole 

idea of fancy 
finishes on leather 
is so new that few 
can realize _ its 
tremendous possi- 
bilities. The field 
is unlimited, the 
imagination of 
the expert in col- 
or and design is 
yet to be tapped 
in applying new 
and novel finishes 
to all sorts of 
leather that will 
find its way into 
footwear. Since 
shoes have en- 
tered the realm of 
fashion so strong- 
ly, it is natural 
to expect that 
“new” things will 
be sprung on the 
trade from time to time. 

The new mosaic and hand tooled 
effects are frankly borrowed from 
Oriental art. The mosaic patterns 
are taken from the floors of ancient 
Oriental mosques, temples and pal- 
aces, where the colorful and intricate 
tile work surpasses anything done 
by modern artists. The hand tooled 
leather effect is borrowed from the 
Florentine, but flourished in Flor- 
ence at a time when that city of ar- 
tistry was strongly under the influ- 


ence of the Orient. 
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Y The High-Style Salon for bench-mace 
shoes. 


The tremendous Main Exhibition Hal] 
for Display Booths. 





Special Halls for Convention Sessions. 
Super Style Show in which Julius 
Goldberg is making magnificent hut 
MYSTERIOUS improvements. Crys- 
tal Ball Room. 








Cache newness 
/ i ODL Private sample rooms, dining rooms, 
Z i “ } and living quarters—all under one roof 
id in the world’s largest hotel. Facilities 
for Inspection, Comparison, Buying 
and Inspiration never possible before. 








November 26, 1927 BOOT AND SHOE RECORDER 





Kings and princes of the Shoe Style World will be at the Hotel 
Stevens, Chicago—January 9, 10, 11 and 12, 1928. Masters 
and Merchants of the Mode will look, listen and learn. Be 
there! 


The exhibitors at this, the greatest of all4N.S. R.A. Exposi- 
tions, will include the leading designers, makers and merchan- 
disers of Women’s, Misses’ and Men’s footwear in the United 
States! Style shows, style trends and selling suggestions for 
big towns, little towns and all major sections of the country! 


The new Hotel Stevens—world’s largest and finest hotel—3030 
rooms—houses the whole exposition, style show and meetings. 
Special reduced railroad rates from all parts of the country 


OMS, 
’ as usual. a 
root & ] 
y J 











lities 
a , Julius Goldberg, of O’Connor & 
ting y Goldberg, who is preparing to set 
ii an entirely new precedent in N. S. 
e. R. A. Style Revues—two of them 
nightly. (There’s much mystery 
about this event). Edward Beck, as- 
sisting him as style director, says it’s 

the best ever—but NEW. 


START RIGHT—New Ideas for the New Year 


N.S. R. A. 


CONVENTION AND SUPER STYLE SHOW 


JANUARY 49, 10, 11, 12 
HOTEL STEVENS—CHICAGO 


YOU CANNOT AFFORD TO STAY AT HOME 
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The FREEMAN SHOE 


You'll find Freeman 
Features on much high- 


er priced footwear 


Style 775—Black Velo, Rubber Heels, Semi- 
soft Toes. 
Style 75—Same in Autumn Tan. 


IN STOCK 
$ 3.35 


Less 2%, 20 days. 











Beloit, Wis. 
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RUEPING’S 
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Your competitor 


will have this 


leather clear across 


the board. 


Colors 


White Jad: 
Honeybeige 

Shell Gre, 

Plaza Grey 

Rose Blush No. 2 
Marron Glace 


Stroller Tan 


y: 
AACN 
4378 meal 
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FRED RUEPING LEATHER CO. 
Fond du Lac, Wisconsin 


Montreal St. Louis New York Rochester 
Branches: Boston Chicago San Fr i Cinei i Milwaukee 
Northampton, England Paris, France Frankfurt, Germany 
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Leading the vogue for 


STYLE-WITH-COMFORT 


this new footwear accessory sells easily 




















Complete prote:tion for 
hosiery is assured by a wide 
soft tongue. A small flap 
keeps the snaps well hidden 








The strap under the inste; 

is equipped with a moral) 

snap buckle, adjustable for 
wear over shoe or rubber 











With a quick “zip” of the 

original Hookless Fastener, 

Leg-ettes are easily opened 
or closed 





Women can’t resist buying 
the smart accessories that 
they see on famous cinema 
stars. CLAIRE WINDSOR 
gracefully advertises Leg- 
ettes to enthusiastic women 
everywhere 








Skillful cutting on a shoe 

last makes certain that th: 

fit over instep and heel will 
be perfect 











process. Keeps the wearer warm when 


OW retailers are making big extra 
the thermometer drops. Saves her health 


profits by featuring a smart, new 


accessory for winter wear. Leg-ette,a 
fast-moving innovation, is equipped with 
the popular, genuine Hookless Fastener. 

Alluringly new — yet Leg-ette is more 
than a current fashion. Women want it to 
stay—they buy it on sight—because it 
combines style with comfort. 

This lengthened gaiter or spat guards 
lovely sheer stockings in wet weather. 
Repels water by the famous “‘Cravenette”’ 


LEG-EITE 


and her silk stockings. 

Leg-ette is cut on a shoe last, assuring 
perfect fit over heel and instep. The 
fine-knitted fabric fits closely, keeping the 


lines of leg and ankle fashionably slender. 


This popular, advertised accessory will make 
big profits for you at retail price pf $5. Splen- 
did for Christmas gift-giving. Send for run of 
sizes (4, 5, 6, 7, 8—slim and regular). Tan, 
Heather Brown, Oxford Grey. 


HOWLETT & HOCKMEYER CO., Inc. 
Fifth Avenue, Cor. 26th Street, New York, N. Y. 
Boston Office: 38 Chauncy Street 
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Who’s Who on the Road 


To Win the Confidence of the Customer the Sales- 


ILLIAM HENRY NIEMAN, in 

charge of inside publicity and 
sales promotion for the H. C. Godman 
Co., Columbus, Ohio, recently joined 
the salesforce of Dunn & McCarthy, 
and is covering Illinois, where he has 
already booked a good business for his 
new representation. 





ARRY Mc- 
GOVERN, 
well known to 
the retail trade 
and long identi- 
fied with good 
shoes and _ shoe- 
making repre- 
sents the Brin- 
gardner Shoe Co. 
in Illinois and 
Indiana. For 
years Harry has 
been associated 
with shoes, not 
only on the road 
but has spent many years “making 
’em” too—at one time being assistant 
manager of the Riley Shoe Manufac- 
turing Co. Harry “knows shoes” and 
enjoys a reputation equal to any other 
salesmen in his territory and will have 
many new opportunities to widen his 
circle of friends with the Arch Govern 
and Vogue Footwear models being 
made by the Bringardner Shoe Co. 


Harry McGovern 





OE LEVY, well-known Cincinnati 

shoe salesman, has joined the repre- 
sentatives of the Sam B. Wolf Sons 
Co., and is covering northern New 
York State, eastern Pennsylvania, 
and the Carolinas for this concern. 
Mr. Levy has been in the shoe busi- 
ness for many years, and has a wide 
circle of friends in the territory he 
is covering. 





YRON WOLF, one of the “star 

salesman” for his house—Sam B. 
Wolf Sons Co., as well as one of the 
executives of this concern, is on a 
business and pleasure trip to the 
Pacific Coast. He is accompanied by 
Mrs. Wolf. 





HE three-day sales conference of 

the E. P. Reed & Co. was held 
recently at the Rochester factory. 
Vice-President, William DeForest Gib- 
son, who is also sales manager and 
style director at the New York style 
studio, presided. President Oliver E. 
De Ridder welcomed the salesmen and 
discussed the leather market in length. 
It is his opinion that leather will not 

cheaper; he explained that it was 
the policy of E. P. Reed & Co. to keep 

prices of their shoes as low as is 
consistent with good quality always. 
Advertising cooperation with the deal- 
ers was discussed, and plans laid for 


man Must Have Confidence in Himself 


By HELEN M. HANEY 


the coming year. The stock service 
was given praise by the salesmen. 
Mr. Gibson’s talk to the salesman 
featured the thought of utmost 
confidence expressed by him in the 
salesmen who work under his direc- 
tion. Mr. Gibson said, in part: “We 
all have our blue days, But I know 
that you men are doing the job in such 
a way that I can always feel that 
nobody could do it any better.” The 
men in turn spoke of the great ad- 
vantage to them to represent a com- 
pany that for 64 years has maintained 
a business record of fair and liberal 
dealing with its customers, has built 
a confidence and good will that is felt 





THE SPIRIT THAT SELLS 


(The following is an excerpt from 
a recent message of Charles P. Pul- 
liam, Vice-President and Manager of 
The Everwear Hosiery Co., Milwau- 
kee, to the 44 salesmen of this com- 
pany.) 

“J know that what is often 
termed, ‘inferiority complex’ is a 
sure strangler of success. There 
are many long definitions of this 
psychological affliction—assump- 
tion of self-weakness—an exag- 
gerated conception of opposition 
which diminishes belief in one’s 
own proportional or native quali- 
fications—and others, but summed 
up in one word, it is nothing more 
than cowardice. It is the most 
dreadful thing that can inhabit 
the mind of any man in any 
contest in the struggle for success. 
Once it lays hold upon the soul, 
it does not require opposition to 
beat you — you are already 
whipped through your own self- 
surrender. In no calling is it 
more fatal than in the field 
of selling where confidence 
of bearing and force of attack 
are inevitably necessary to win 
the belief and control the opinion 
of the man you are trying to sell. 

“I see no cause for it in our 
organization, but I know that 
some of you have been faint- 
hearted without a cause, and I 
truly believe that doubt and timid- 
ity are holding back many of you 
who have everything with which 
to fight and with which to win, 
and I know that if there is a sem- 
blance of inferiority complex in 
your make-up—you must get rid 
of it, if you ever succeed in do- 
ing anything. You are represen- 
tative of all that’s sound and right 
in the hosiery business—get that 
everlastingly in your mind and 
fight it out with every buyer you 
meet.”” 

















everywhere, and hasn’t a mark against 
it in this long record of business deal- 
ings. The salesmen are now in their 
respective territories with a feeling 
that this was by far the most helpful 
enthusiastic conference they have ever 
attended. 





E. GREEN 
* of Brown 
Shoe Co. who 
travels northern 
Indiana with 
headquarters at 
Fort Wayne, re- 
ports excellent 
business in his 
territory. His 
sales have shown 
an increase in 
this new terri- 
tory which he 
took over only 
recently. Green 
is well known in the shoe trade and has 
been in charge of the sample room of 
Brown Shoe Co. at the N. S. R. A. 
Conventions for a number of years. 
He will again assume this responsi- 
bility during the N. S. R. A. Conven- 
tion in Chicago. 





P. E. Creen 





G HELTON R. HOUX. publicity di- 

rector and sales representative for 
Edwin Clapp & Son, Inc., East Wey- 
mouth, Mass., has recently returned to 
the factory of his house after a trip 
through New York, Ohio, Pennsyl- 
vania and parts of New England. Mr. 
Houx reports a good business. He suc- 
ceeded in returning home in time to 
play a couple of rounds of golf before 
the season closed. 





HE Cincinnati Shoe Travelers’ As- 

sociation will hold its election of 
officers for 1928 the latter part of 
December. According to a resolution 
which was adopted at a recent meet- 
ing, new members will be taken into 
the association and will be given the 
full privileges with dues starting from 
the first of the year. William Weck- 
meyer of the Big K. Shoe Co. was re- 
cently elected a member of this organ- 
ization. Frank J. Weber, secretary- 
treasurer of the Cincinnati Associa- 
tion, is now back on the job again 
after an absence on account of illness. 
The Cincinnati boys report that asso- 
ciation affairs for 1928 look very sat- 
isfactory. 





OHN D. McDONALD, who formerly 
represented S. G. Walton Co. in 
the West, is now traveling New Eng- 
Inad and New York State, with the 
exception of New York City, for Greg- 
ory & Read Co. Mr. McDonald is a 


good style man and merchandising 
counsellor. 
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Betty Slippers for 


Immedtate Delivery 








New York 


Goodyear Turns of utmost quality, 
skillfully designed for the better 
trade. 


Re. 


“Naida” Patent Leather, $6.25. 110 
Last 18/8 Heel, AAA to C, Modified 
Toe. 

“Rayella’ Black Satin, $6.25. 


a 


“Tosca” Patent Leather, $6.25. 110 
Last, 18/8 Heel, AAA to C, Modified 
Toe. 

“Norma” Black Satin, $6.25. 


X. 


“Celinde” Patent Leather, $6.25. 75 
Last, 14/8 Heel, AAA to C, Modified 
Toe. 


’X 


“Wanda” Patent Leather, $6.25. 120 
Last, 20/8 Heel, AAAA to C, French 
type last. 

“Yolanda” Black Satin, $6.25. 


Ready for Immediate Shipment 





Bates-Dow Co., Inc. 


70 Washington St., Brooklyn N.Y. 
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THIS IS CAMEL-HAIR 
WEATHER 


Follow the style and popular demand 
SLIPPERS OF CAMEL’S HAIR ARE IN STOCK 
HERE IN ALL DESIRABLE GRADES & STYLES 

We offer the perfect slipper number for holiday selling. 
ANTICIPATE YOUR NEEDS NOW 


SQUARE ABD DIA. Camel’s Hair Slippers are 


ND QUILTED 
SATIN SLIPPERS, SOFT—COMFORTABLE— 


SOFT SOLES WITH 




















COVERED WOOD 
HEELS. 





ALSO IN FLEXIBLE LEATHER SOLE AND 
HEEL, 





ONE OF OUR SOFT SOLE, PADDED HEEL 
SLIPPERS. FELT LINED. 


SHARK 
ALLIGATOR and 
LIZARD 
GRAINS 





Men’s and Women s 
in All Sizes 


IN-STOCK IN 7 DIFFERENT COLORS 





See our complete line, which also includes Fin: 
French Mules and D’orsays. ALL IN STOCK 
GOLO SLIPPER COMPANY 
129 DUANE ST. NEW YORK 
Chicago Branch Office: 1634 Republic Bldg. 





— 











w- - oe to hh ee ee eee eee 








November 26, 1927 


AVE W. SAIFER, formerly sales- 

manager of the George B. Leavitt 
Shoe Co., is now with the Marlboro 
Shoe Co., Marlboro, Mass. He will 
make his headquarters at Hotel Mor- 
rison, Chicago, as formerly, and will 
travel the Central West and most of 
the South with this line of fast-selling 
McKays. Mr. Saifer is well known to 
the trade as a style man; his many 
friends in “Shoedom” predict that he 
will attain great success with the 
Marlboro line. Dave will soon be call- 
ing on the trade. He has been spend- 
ing most of his time of late at the 
factory in order to make sure that 
the new samples meet the needs of his 
customers. 


EORGE B. FIELD, sales manager 

of the Derry Shoe Co., has re- 
signed to take a position with the 
Springvale Shoe Co. of Springvale, Me. 
Mr. Field was formerly vice-president 
of the S. J. Basker Shoe Co. For 
many years he has sold the volume 
trade tween Boston and Chicago. 
He is now working on a new line of 
samples to meet the special require- 
ments of this trade. He expects his 
new samples to be ready Dec. 1 and 
then he will start west. 


B. HART, who formerly repre- 
@sented the Boyden Shoe Co. as 
assistant manager and secretary of 
the company, is now Metropolitan 
salesman for the Johnston & Murphy 
Co. Mr. Hart’s headquarters in the 
New York office are at 575 Fifth Ave- 
nue. He is acting as assistant to Neill 
Overman in covering Greater New 
York. 


F. ELLISON, SR., and H. H. 
e Bauer have recently joined the 
sales force of the F. Mayer Shoe Co. 


pf onais HIRSCH, who represented 
L. B. Schindler & Co. for the past 
ten years, and prior to that with Pow- 
ell & Campbell of New York City, re- 
cently died after an illness of ten 
months. He was 71 years of age. For 
over 40 years Mr. Hirsch has sold 
shoes on the road. Dave Lewis, for- 
merly with the Harrison Shoe Co., who 
substituted for Mr. Hirsch during the 
sickness of the latter, has now taken 
over this territory of Maryland, Vir- 
ginia and the District of Columbia, 


permanently. 
A MEETING of the Philadelphia 
Shoe Travelers’ Association was 
held at the Hotel Adelphia on Satur- 
day, Nov. 19. A speaker, representing 
the Middle Atlantic Shoe Retailers’ 
Association was present and an inter- 
esting program was provided. William 
F. Schoell is secretary of this associ- 
ation. C. R. McClellan is president of 
this association; H. Newton Compton 
is first vice-president; James H. Moody, 
second vice-president; W. S. Piatt is 
third vice-president; A. C. Earle and 
James L. Scanlon, are honorary presi- 
dents. The members of the board of 
vernors are: George Drysdale, 
tank L. Fitzpatrick, William F. Clem- 
ents, Paul S. Lippincott, William J. 
Miller. The chairmen of the various 
committees are: Frank C. Straub, 
chairman of the membership commit- 
tee; William J. Miller, employment; 
Paul S. Lippincott, welfare; L. Lester 


George B. Field, sales manager 
of the Derry Shoe Co. 


Enow, trades cooperative; A. R. 
Wright, railroads and hotels; Herbert 


W. Brandauer, athletics. 


HE Wisconsin Shoe Travelers’ As- 

sociation has written a letter to the 
various locals of the National asking 
that their delegates be instructed to 
vote for Frank J. Larkin, former pres- 
ident of the Wisconsin Association, 
and 1927 regional director of the N. 
S. T. A.» at the 1928 N. S. T. A. Chi- 
cago Convention as the vice-president 
of the National body. Mr. Larkin has 
been one of the boys on the road for 
26 years. He has held all of the offices 
of the Wisconsin local, and “The 
Badger State” boys regard him as a 
live wire, and one who would “make 
good” if elected as “First Mate of the 
National Salesmen’s-Ship.” Mr. Lark- 
in is a member of the shoe manufac- 
turing firm of the Freeman Shoe Mfg. 
Co. of Beloit, Wis. 





THE REAL SALESMAN IS 
EXPLICIT 


(From “The Mayer Merchandiser’) 


“It isn’t what the salesman 
says, but what the prospect be- 
lieves and ‘understands that 
makes the sale,” said “The Mayer 
Merchandiser” to its salesforce 
in a recent issue. “The real sales- 
man has the confidence of his 
trade. Too many salesmen today 
go into a plate glass front store, 
whipped before they enter. The 
easiest thing that a shoe buyer 
can say is—I am not interested.’ 
The 100 per cent salesman keeps 
his buyers interested. Throw 
away fear—cultivate patience, 
courage, self-confidence, and have 
the ambition to be the most suc- 
cessful shoe salesmen in your 
territory.” Above all, does the 
successful salesman gain the 
confidence of his trade. His 
customers believe in him, and 
consequently, they believe in the 
line that he sells. 
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PEDRO NOGUEZ of Madrid, Spain, 
who represents Edwin Clapp & 
Son in that country, was at the fac- 
tory recently, working on his new 
sample line. Senor Noguez says that 
there is a great admiration among the 
men of his native city for American 
footwear of the better grades, and 
each season sees more shoes of this 
sort worn. 


F BANK COPELAND, for 50 years 
a shoe traveler out of the Old 
Colony District of Massachusetts, died 
recently at his home, 64 West Elm 
Street, Brockton, aged 78 years. Mr. 
Copeland was one of the pioneer shoe 
manufacturers of old West Bridge- 
water, Mass. For many years, he 
traveled for the firm of Copeland & 
Hartwell, which was situated in that 
part of Bridgewater, known as Jeru- 
salem Hill and of recent years for the 
Brockton Cooperative Boot & Shoe Co. 
For the past two years, Mr. Copeland’s 
health had been failing, but his last 
illness extended over but two weeks. 
He had covered the South regularly 
twice a year for the past 30 years. He 
was buried at Cochesett. He was a 
prominent Mason and had hundreds of 
friends in the trade. 


HARLES F. HIGH of Indian- 

apolis, traveling salesman for the 
Crowder-Cooper Shoe Co., died recent- 
ly in Elwood, Ind., of pneumonia, after 
an illness of three weeks. Mr. High 
was 40 years of age. He is survived 
by a wife, a son, and his parents. 


R P. ALDERSON, who, until a short 
¢ time ago, traveled out of Kan- 
sas City with the line of the Morris 
Bros. Shoe Co., recently joined the 
salesforce of the Miller Rubber Co., 
with Chicago as his headquarters. Mr. 
Alderson will cover Illinois and Wis- 
consin with “The Shuglov” proposi- 
tion, over which he is most enthusi- 
astic. Mr. Alderson is a good news 
writer and spends his leisure time 
preparing interesting and constructive 
matter for the trade papers. 


ARC BAUMOEL, manufacturers’ 

representative, who has for his 
slogan “If It’s Anything in Footwear, 
I Have It,” announces a permanent 
sample room at the Jefferson Hotel, 
St. Louis. Mr. Baumoel sells the lines 
of makers “of the newest novelty foot- 
wear, who make immediate shipments,” 
he says. He also states that he has 
a special proposition on house slippers. 


H A. STRAND, who represents the 
¢ Friedman-Shelby Branch of the 
International Shoe Co., traveling out 
of the Chicago office of this concern, 
died at the Augustana Hospital, Chi- 
cago, on Nov. 13. 


W. JOHNSON, who covers the 
¢ South for the Excelsior Shoe Co. 
of Portsmouth, Ohio, writes from 
Greensboro, N. C., Nov. 6, that business 
is fair both on the road and in his new 
women’s and children’s shoe store, 
which he opened in his home city of 
Brockton, Mass., early this fall. Mr. 
Johnson believes that trade everywhere 
will “pep up” with more seasonable 
weather. 
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Among Our Best Sellers 


In Stock 


“ENSENADA” $7.25 
B-674—Genuine Brown Alligator; Wide One- B-636—Genuine Brown Alligator; 
Strap; Goodyear Welt . Process 


“CLARE” “ALFA” “ARABY” 
. “Goodyear Welt” 


22/8 , ‘ Cuban and 
/8 Heel \N , >. Spike Covered Heel 


B-208—Black Velvet 
with Braid Trim....$4.75 B-280—Black Suede 

. B-292—Brown Velvet pla : Tri 
B-573—Black Satin.. 4.25 " Town Veive $5.00 
B ilver Kid.... 6.00 wit Braid Trim.... 4.75 ) 4. B-199—Tan Calf with 
B-572—Patent 4. Grain Calf Trim.... 
}—Black Velvet. ) 
l—White Satin. . 
}—Brown Velvet. 
— Moire 


SEE MENIHAN and MENIHAN ARCH-AID Lines at ST. LOUIS 
PAGEANT, November 28, 29, 30, December 1, Hotel Mayfair, Rooms 
1004, 1006, 1008. Net 30 Days 


THE MENIHAN COMPANY 


Pittsburgh Office: SHOEMAKERS FOR WOMiIN New England Office: 
Draper Hotel 


Henry Hotel ‘och ass. 
W. A. BARNEY Rochester, N. Y., U. S. A. ELLIOTT LA MONTAGNE 


New York Office: 846 Marbridge Bidg. San Francisco Office: Plaza Hotel 
B. W. MOYLAN H. 8. KUSHINS 


Cleveland Office: 1599 Union Trust Bldg. Los Angeles Office: 107 East 8 
A. F. JENKS CE. VanDEGRIFT *‘"e*t 


Chicage Office: Majestic Hotel Detroit Office: Book Cadill 
F. J. SATE H CALVEY Hotel 
































Makers of Menihan Arch-Aid Shoe. 
Write for Agency Proposition. 


Send for Catalogue of Other Styles in Stock 
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Black Shoes with Lower Heels 


Lead in Winter Sales in Texas 





Reptiles Show Some Falling 
Off According to Survey 
Covering Big Southern 
State 


DALLAS, TEX. (UTPS)—While rep- 
tiles and some colors in women’s shoes 
are selling well, down in Texas milady 
is showing a preference for black foot- 
wear with lower heels than have been 
the vogue during the summer and fall. 
Most all retailers were offering alliga- 
tors, lizards and footwear trimmed in 
both, but sales on these lines were not 
so great as formerly. 

One of the lines featured by Harris- 
Hahlo at Houston was a side tie ox- 
ford in black patent or black suede 
vamp with patent quarter. 

Foley Bros. at Houston featured 
blacks in patents, suedes and combina- 
tions. The favorite appeared to be a 
step-in. 

Hammersmith’s, at Galveston, fea- 
tured reptiles, alligators and lizards 
with Cuban heels. This store also fea- 
tured black patents and suedes or com- 
binations of these. 

Thompson’s, at Galveston, featured 
black patents and suedes in step-ins 
and oxfords. The store also offered 
some reptiles. 

O’Dwyers, at Texarkana, was fea- 
turing black patent, step-ins and san- 
dals with medium heels. This store 
found a brown kid oxford an excellent 
seller. 

The Twin City Shoe Store at Texar- 
kana found mirrored patents and black 
suede or satin pumps the best sellers. 

The Imperial, at Beaumont, featured 
what it termed a flapper pump in 


blackbird vamps and brocade velvet : 


quarters. This store also found mid- 
night blues and black patents, ties and 
step-ins good sellers. 

The White House, at Beaumont, 
found black patents, black suedes and 


“satins and brocade combinations good 


sellers. 

Goldstein and Miguel, at Waco, was 
featuring black patents, ties and ox- 
fords. Here some shades of brown kid 
were good sellers. 

Sanger Brothers, at Waco, found 
blacks the best sellers. Pumps and ox- 
fords. Cuban heels. lead the list. 

Sanderson’s, at Wichita Falls, found 
black patents and suedes, ties and ox- 
fords were good sellers. One of the 
best bets at this store. however, was 
an oxford of gun metal or brown silk 
kid with lizard trims. 

Saul’s. at Wichita Falls. said blacks 
with Cuban heels appeared to be the 





Sanger Brothers, at Dallas, said 
among their best sellers are black pat- 
ents or suedes, 
these, ties, step-ins, oxfords, and 
pumps. Here a black suede with gun 
metal trim was a good seller. ‘the 
heels were lower. 

A. Harris, at Dallas, was featuring 
a step-in pump of black patent with 
parchment trim. This store found 
black patents and suedes or combina- 
tions with lower heels among the best 
sellers. Alligator oxfords for sport 
wear were a good seller. 

Sanger Brothers, at Fort Worth, 
found blacks with lower heels among 
the best sellers. 

The Fair, at Fort Worth, said 
blacks, in patents, satins and suedes 
with some good combinations of these 
were among its best sellers. 

There was little change to be noted 
in men’s footwear in any section of the 
State. Tans in varying shades, low 
quarters, low heels, half rubber or bet- 
ter, were the favorites. The men were 
showing preference for shoes with 
heavy soles, usually of the extension 
kinds. A good many patterns bought 
freely in all sections showed stitching 
and perforation trims. 

Dealers said the sale of blacks in 
calfs and kids was about what they 
anticipated and that high top shoes for 
men were selling at about the same 
ratio as a year ago. The ratio is about 
3 to 1 for the lowquarters. About the 
same ratio is maintained for tans and 
browns over the blacks. 








favorite of the women in that section. | 


or combinations of | : : 
chant doing $200,000 or more, but will 











New Clapp Store Opens 


DETROIT, MicH. (UTPS)—After ex- 
tensive alterations, including a new 
store front, an Edwin Clapp Shoe | 
Store was opened at 1506 Washington 
Boulevard recently. W. S. Dowler, 
past secretary of the Retail Merchants 
Association, and formerly with S. L. 
Bird & Son, is manager. 

Washington Boulevard is the exclu- 
sive shopping thoroughfare of Detroit, 
and the new store is thoroughly in 
keeping with its surroundings. 





Strayer Heads Sigel Dept. 


Detroit, MicH.—Otmer D. Strayer, 
for the past two years assistant to 
Manager Buehler at Mandel Brothers’ 
shoe departments, Chicago, has been 
chosen as buyer and manager of the 
Detroit shoe department recently 
opened by B. Sigel Co., at Woodward | 


| 








and State streets. 


Small Merchant First 
at Mid-Atlantic Meet 


PHILADELPHIA, Pa.—Realizing the 
weakness of past conventions, the di- 
rectors of the Middle Atlantic Shoe 
Retailers Association, in planning their 
convention to be held at the Hotel 
Ambassador, Atlantic City, N. J., Jan. 


| 23, 24 and 25, have provided a program 


that will help not only the big city mer- 


also help the little merchant in the 
small cities and towns throughout 
Pennsylvania, Delaware, Maryland, 
New Jersey, Virginia, and the District 
of Columbia. The New York State 
Shoe Retailers Association at its last 
convention passed a resolution taking 
the initial step to join this regional 
association. This step will also help 
the retailers from New York. 

A merchant in a town of 600 people 
will tell how he does a $40,000 volume. 
Another in a town of 4000 will show 
how he does a $75,000 business with 
a rental of less than $10 per month. 

Of course, there will be ideas of in- 
terest to the big merchant, but this 
association believes that the small mer- 
chant is the one who needs assistance 
most, hence this will be an ideal con- 
vention for the small merchant. 

Another weakness in most conven- 
tions is the Style Revue. Usually it 
has been just the idea to have girls 
and men strut upon the promenade. 
The M.A.S.R.A. intends to change this 
into a Style Revue that will show all 
the footwear, but the models will show 
them with more than a mere stroll 
upon the runway. There will be a 
play or story behind the revue to give 
it far more interest and yet show the 
various shoes of 130 manufacturers. 
Jules Winkelman, of New York and 
Philadelphia, will personally direct the 
Style Revue. 


New Cantilever Store 


DetrRoIT, MicH. (UTPS)—A branch 
store of the Cantilever Shoe Shop, 
2038 Park Avenue, has opened a store 
at 3100 East Grand Boulevard recent- 
ly. Only a few steps off Woodward 
Avenue, it is situated in a district 
which has been growing rapidly. 

A. Brennan, the manager, was 
identified with the shoe industry in 
the East for many years. 





Ruby Buys “‘Pedemode”’ 


CuHIcAGo, Itu.—Alfred J. Ruby an- 
nounces the purchase of the Chicago 
and Detroit stores of the Pedemode Co. 
The Chicago establishment of the lat- 
ter organization is located at 76 East 
Madison Street and the Detroit store 
has ground floor premises on Washing- 
ton Boulevard in the Book Building. 
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Why 95% of the men who 


come with the J. C. PENNEY Co. 
—stay 


YOUNG SALESMAN wondered why theJ.C. Penney Com- 
A pany store in his town did more business than its com- 
petitors. ‘Mr. Penney must have something greater than 
merchandise, which brings the pecple back,” he thought. 

The young salesman moved on to another town. Here, 
too, the J. C. Penney Company store was booming. People 
just naturally liked to trade there. 

___ “I’m going to find out the reason,” the newcomer said. 
He found several reasons. One was the quality of mer- 
chandise, another the money-saving cash-and-carry prices. 
When he also learned that under the J. C. Penney Com- 

ny it eae g plan every salesman was being trained 
or i ange and could have a substantial share in the 
profits when he made good, he decided that a J.C. Penney 

Company store was a pretty good place to work. 

He wanted a managership right away. The reply was 
that no promises could be made, for promotions were in- 
variably from the ranks. 

“All right,” he said. “I'll stick with my present job.” 
He did—for two years. Then he swallowed his pride and 
joined the Penney organization as a salesman. In due time 
he was a store manager and co-partner. For years his in- 
come has exceeded his highest expectations. His only re- 
gret is the two years’ delay. 


» w~ » 


This is a typical story—the story of one of hundreds of 
ambitious men who have established themselves for life 
by coming with us and learning the methods which have 
built the Doane chain of department stores in the world. 

To-day, with 885 stores and new ones opening all the 
time, we need more men to be trained for managership. 
The starting salary is good. The reward of managership 
is an adequate salary p/us a share in the profits of your 
store p/us an opportunity to share in the profits of a// the 
J. C. Penney Company stores. Promotion is earned on 
merit, not on personal likes and dislikes. 

Our requirements are exacting. We have no time to 
waste with mere job hunters, but we welcome with open 
arms the right kind of man. And 95 per cent of the men 
we engage, fay. 

If youare between 25 and 35 years of age, experienced in 
selling men’s wear, drygoods or shoes, have a good educa- 
tion, are 100 per cent industrious and are confident that 
you can grow into a real merchant if you have the chance, 
you are invited to write us. Give your age and experience 
and ask for our new booklet, ““Your Next Ten Years.” 


Address personally Mr. Wm. M. Bushnell at our New 
York office or Mr. E. M. DeMoss at our St. Louis office— 
whichever is nearer you. 


Ti he J.C. PENNEY Company 


330 West 34th St., New York City, Room 1502D 
1010 Pine Street, St. Louis, Mo., Room 1049D 
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Yor Smart Shoes 








New Christmas 
Merchandise For 


Shoe Dealers 
ff unlimited 
SPANS dies gendalidias 


for Christmas, and the entire year. 


The progressive shoe dealer is 
preparing to meet a big demand 
for SPANS. A demand that has 
been created by our national 
advertising in such magazines as 
“Vogue” and “Harper’s Bazar.” 


Although a big Christmas seller, the call 
for SPANS is not seasonal but continues 
throughout the year. Attached to smart 
foot-wear and attractively displayed, these 
jeweled straps will not only sell themselves 
but greatly increase the sale of pumps. 
SPANS hold pumps secure, yet so gently 
do they clasp them that no injury is done 
to delicate footwear. 

Place your order now for SPANS and get 
your share of holiday sales. 


Sell for $3. to $22.50 





A. BALLOU @& CO.,, Inc. 


e, R. 1, | Ss. A 





November 26, 1927 
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Greatest Galosh Year 


4 
4 


Early Snows Indicate Profitable 


Days >Ahead 
Tb Harry R. 7 Field Editor 


DAYTON, ono couple of inches 
of wet snow. Thef females, all ages, 
fiocked in the s stores and depart- 
ments wearing year’s varieties of 

hes at all, and went 

ts ki Women 

ta to the minute, 

i. rmy weather 

foot coverings. =~#e@ business took 

on a sudden spurt,»80 that it looked 

like old times, to see.the stores really 

active with the Gedocletors and man- 
agers too busy to talk. 

Dayton is on the fringe of the snow 
storm belt. Usually half a dozen 
storms of from three to fifteen inches 
comprises the nasty weather for the 
season. With this fact in mind, the 
way the women take to galoshes is re- 
markable. Very few four buckles or 
high cut zippers are sold to men, the 
big majority of the sales being light 
rubbers. The following quotations 
apply equally to the children and 
women. 

Rike Kumler Co., Mr. Schaeffer: 
“The low $5 galoshes are the best bet, 
although a fair quantity of the $4 
grades are being sold. Tans first, 
grays second and blacks a poor third. 
It looks like a big future for all rub- 
ber galoshes if they can be success- 
fully merchandised this year. The low 
galoshes are now selling throughout 
the year for the first time. A new 
combination galosh and carriage boot 
which we import from Sweden, that 
retails for $15, will unquestionably 
show considerable action during the 
holiday trade.” 

The Senack department in Done- 
feld’s, H. D. Pepple: “This will be the 
biggest galosh season we ever had, for 
the reason of the many styles we are 
able to show. One reason that our 
store was jammed today with overshoe 
buyers was the solid window of ga- 
loshes that was put in before 9 o’clock 
this morning. Then we shoot a ten- 
inch three-column ad in today’s papers, 
showing a multitude of styles. The 
reason for this is that we are strongly 
conveying the thought that last year’s 
styles in overshoes are no more wear- 
able this year than last season’s shoes. 
If we did not show so many kinds we 
would not sell so many pairs. The 





high ones will go the way of high shoes 
eventually. Prior to the introduction 
of style in galoshes, 60 per cent of our 
sales during the first snow were light 
rubbers. At the present time the sales 
on rubbers are less than 1 per cent.” 

P. J. Myers has five stores in the 
city. Tans first, grays second, all of 
the low cut variety, although a few 
high cuts are being sold. While he has 
seven strong types that he will size 
up on, priced from $2.50 to $5, the 
biggest volume will be on the $2.50 
Raynboot. 

Wise store shows best action on 
tan and gray tweed galoshes, retailing 
at $2.50. The tan and gray at $2.95 
come next. It looks like a tremendous 
galosh trade this year because the 
manufacturers are styling them so 
well. 

O. W. Kehn: “A couple of weeks ago 
we shot a small ad in the Shopping 
News and sold sixty pairs at regular 
price one hot, dry day. This proved 
to us conclusively that we were in for 
the best season we have ever known in 
style protective footwear. With the 
first snow of the season on the ground 
and the action that we are receiving 
is positive proof that we were right 
in the placing of big orders. By next 
Monday substantial size up orders will 
be shot to the wholesale houses to plug 
up the holes caused by this first storm.” 

Elder & Johnson: Mr. Harberer re- 
ports galoshes in the ankle tops are 
the best, with the tans outselling the 
grays. Even the growing girls are 
buying the lower types. 


Mme. Jeffries Talks 
to Retail Salesmen 


Boston—The Boston Retail Shoe 
Salesmen’s Association, Inc., featured 
its November meeting with a talk by 
Madame Hamilton Jeffries, New Eng- 
land stylist, and one of the leading 
speakers at the industry’s recently held 
semi-annual shoe style conference, in 
which talk she interpreted to the sales- 
men the highlights of the New York 
meeting. A. E. Rankin of Hunt-Ran- 
kin Leather Co., gave a talk on “The 
Vogue of Suede Leather.” D. J. Har- 
kins, passenger agent of the Hamburg- 
American Line, spoke on “The Steam- 
ship Business in General-Transporta- 
tion and Conditions of Tonnage.” Com- 
munity singing was led by Harold 





Flint, salesman at E. W. Burt & Co., 
Inc. Mr. Flint also rendered vocal se- 
lections. It was voted to hold a ball in 
the near future. Henry Hagan, secre- 
tary of the Massachusetts Retail Shoe 
Merchants’ Association, promised to 
aid in the sale of tickets and otherwise 
help to make this affair a success. P. F. 
Girard, president of the National Re- 
tail Shoe Salesmen’s Association, re- 
ported progress on the new National, 
and said that this organization was 
now in position to function. The secre- 
tary of the National is R. W. Daley, of 
Daley-Williams Co., 114 Bedford Street, 
Boston. 


Wide Variety of Styles 
in Baltimore Stores 


BALTIMORE, Mp. (UTPS)—New in- 
teresting and intriguing versions of 
women’s footwear are being featured 
by some of the Baltimore stores. 
Hutzler Bros. is featuring among many 
models shoes imported from Switzer- 
land, which show the smartness of Con- 
tinental artistry in footwear design and 
workmanship. These include a high 
heeled model of black kid with silk kid 
trimming and novel strap arrangement 
and a Cuban heeled model of patent 
leather with black lizard calf. They 
are offered for $12.50. 

L. Slesinger & Son is featuring brown 
shoes at $16.50. Included in the group 
are models of darker brown in suede, 
lighter shades in calfskin, brown in 
genuine lizard and an Ali Baba kid, a 
new bronze shade in opera pumps and 
geometric slippers of genuine lizard in 
brown. : 

Wyman’s is stressing evening slip- 
pers of black velvet, silver kid with 
flare strap and silver kid heel and mod- 
els of silver brocade, with silver strap 
and heel at $14. 

O’Neill’s is featuring a number of 
Madelon evening slippers in silver bro- 
cade and other materials suitable for 
wear with the evening costume. 

For evening wear N. Hess & Sons 
is offering models in paisley brocade 
with silver strap and heel at $14; mod- 
els of scintillating gold and silver with 
motif of flowers for $20; silver sequins 
with silver kid are employed in other 
models and flesh with flesh kid in mod- 
els selling for $25 and other models 
including conservative models of silver 
kid from $13.50 to $18.50. 





Louis. 





Booked on the Convention Circuit 
November 28-December 1—St. Louis Pageant and Southwestern Convention, Hotel Statler, St. 


January 3-5—Boston Shoe Style Show, Copley-Plaza Hotel, Boston. 

January 9-12—N. S. R. A. Convention and Style Show, Hotel Stevens, Chicago. 

January 23-25—Middle Atlantic Convention and Style Show, Hotel Ambassador, Atlantic City. 
January 23-25—Texas-Oklahoma Convention and Style Show, Hotel Dallas, Dallas, Tex. 
February 13-15—Ohio Valley Convention, Deshler Hotel, Columbus, Ohio. 

March 12-14—Northwestern Shoe Retailers’ Convention, Nicollet Hotel, Minneapolis, Minn. 
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To retail at $7.50 to $8.00 




























¢ 
1 
t 
t 
f 
n 
The shoes referred to in this 
T 
advertisement are better shoes ; 
than you would ordinarily re- : 
st 
ceive at the prices quoted. . 
Frankly they are worth more 7 
th 
than the price asked. They , 
‘ pli 
have been priced low so that cl 
they will move quickly, to . 
| 
| Tongueless oxford, 309 combination last, permit of the proper balanc- 
14/8 leather Cuban heel, fibre top lift, . f li f | 
‘ solid leather counters, innersoles and box- Ing of our line for next season. a 
toes. Goodyear welt. Reinforced built- ers 
in steel arch supporting shanks. You will like their fitting Ni 
floc 
| - qualities for they have been . 
Widths AAAA to EEE ' ep bs 
Sizes 2¥} to 10 built over our splendid fitting ber 
B2029x—Patent Leather ° ° : ity, 
iis death oe tes 309 combination last, with the " 
B2033x—Black Glazed Kid pattern cut to provide a three a 
Price width combination fitting. 
$4.85 
In Black Kid or Patent All are labeled Slender Foot 
ges Arch Fitter. 





In Sorrel Tan Kid 





37 Canal St., Rochester, N. Y. 


Chicago Office: 189 W. Madison St. 
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Edwin Flax to Open 
Fifth Store in Chain 


BALTIMORE, Mp. (UTPS)—Another 
exclusive shoe store will be opened by 
Edwin Flax under the trade name of 
the Factory Outlet Shoe Store. The 
latest addition to this group will be at 
1311 West Baltimore Street, which 
was formerly occupied by David Fel- 
ser’s Shoe Store, but which was va- 
cated recently when Mr. Felser de- 
cided to change his location to 913 
West Baltimore Street. This will be 
the fifth store to be owned and con- 
trolled by Mr. Flax. It will be the 
fourth to be opened within a few 
months. The other Factory Outlet 
Shoe Stores are located at 21 East 
Baltimore Street, 510 East Baltimore 
Street and 306 West Baltimore Street. 
The main store is located at 1227 West 
Baltimore Street and is operated un- 
der the name of the Edwin Flax Shoe 
Store. 

At the new store as well as the main 
store shoes for the entire family will 
be carried. At the other three branch 
stores shoes for men and boys, only, 
are carried. This is due to the busi- 
ness locale which makes it advisabie 
to carry only those lines. As at all of 
the stores, hosiery will be carried in 
the new establishment. 

The opening of a fifth store predi- 
cates the fulfillment of Mr. Flax’s 
plans to open in Baltimore fifteen ex- 
clusive shoe stores which he made 
known when opening his fourth store. 


Booking Space Now for 


Northwestern Convention 


MINNEAPOLIS, MINN. (UTPS)—Dis- 
posal of space for the spring conven- 
tion of the Northwestern Shoe Retail- 
ers Association in Minneapolis is pro- 
gressing well. There is room in the 
Nicollet Hotel reserved space of four 
floors for about 100 lines of shoes. 
The display fee is down to $10. Reser- 
vations are handled through the office 
of Secretary H. S. McIntyre, 711 Lum- 
ber Exchange, who has charge of ho- 
tel reservations, as well as the public- 
ity, with George S. Roth for the St. 
Paul end. 

The convention is to be March 12-14, 
1928, at the luncheon hour. The dues 
are $1, an exceedingly low rate, and 
the merchant pays for as many lunch- 
eons as he may attend, 75 cents each. 

C. A. Kilbourne is chairman of the 
committee for the registration, signs 
and badges for delegates, Otto Wieseke 
of the banquet and luncheon committee 
and Joe Langley of St. Paul of the re- 
ception. The program is in charge of 
0. J. Benton of Austin and entertain- 
ment lies with G. S. Roth and Otto 
Wieseke. 


New Store in Dayton, Ohio 


Dayton, On1I0 (UTPS)—The George 
Roderer & Sons Shoe Co. has been in- 
corporated with a capital of $10,000, 
to deal in all kinds of shoes and 
hosiery and to operate a chain of shoe 
stores. The place of business will be 
located at 627 Xenia Avenue. Incor- 
porators are George Roderer, Anthony 

rer, George J. Roderer, Jr., and 
Bernard C. Roderer. 








Colder Weather 


Stimulates Sales 
In St. Louis 


St. Louis, Mo.—Cold weather, which 
came during the middle of the week 
ending November 19, brought with it 
a slight betterment in the shoe trade. 
Especially was this true in the over- 


November up to this present time 
has shown no remarkable business 
trend—in fact, many stores are not 
equaling last year’s figures. The de- 
crease is not great and can easily be 
overcome before the last day rolls 
around. What stands in the way of 
better records is the remarkable No- 
vember of 1926, when a three-day snow- 
storm shot the business skyward. In 
the style field brown suede is the most 
talked of material and color. This 
prominence is due to the fact that few 
stores can show a full line of sizes and 
widths in wanted patterns. Stocks are 
badly broken and a heavy demand 
seems apparent from reports received 
in a number of stores. Black suede is 
good, but the supply seems ample to 
meet the demand in this color. 

A regent pump in black suede is 
announced in one store as being an out- 
standing pattern in point of sales. 

In black it has been reordered five 
times with the call still active. Patent 
holds well in spite of the suede field 
trying to dethrone the leadership of 
this material. Suedes in the twin role 
of brown and black are better than pat- 
ent in some stores. One large depart- 
ment store listed the rank of mate- 
rials as follows: Black suede first, 
brown suede second, patent third and 
satin fourth, with brown kid fifth. 


New Grossman Store 


Cuicaco, ILt.—The Grossman Shoe 
Co., Chicago, will open its ninth retail 
shoe store in this city about Dec. 1. 
The new establishment is at the corner 
of Milwaukee and Spaulding avenues 
on the northwest side in one of the 
fastest growing neighborhood shopping 
districts in all Chicago. 

The store is thirty-three by eighty- 
five feet and will be fitted with spec- 
ially designed cases of plate glass and 
solid walnut, the seating being indi- 
vidual chairs of a pattern and coloring 
effect similar to those which enrich the 
appearance of the company’s downtown 
store and headquarters at 16 East Ran- 
dolph Street. 


Wise in Columbus, Ohio 


CotumBus, On10 (UTPS)—The Wise 
Shoe Co., recently chartered at Day- 
ton, Ohio, to operate a chain of retail 
shoe stores, has taken a lease on a 
storeroom at 69 South High Street 
Columbus, which is being remodeled 
into a retail store. The place will be 
opened about Dec. 1 or a little later. 


Vlach Joins Barney’s 


CLEVELAND, OnH1I0 (UTPS)—J. F. 
Vlach, formerly in charge of the Thom 
McAn store, 501 Prospect Avenue, 
Cleveland, Ohio, was recentlv appointed 
manager of Barney’s Shoe Store at 619 
Prospect Avenue. 


Practical Demonstrations 


at Ohio Convention 


CoLuMBUS, OHIu (UTPS)—At a 
meeting of the conventions committee 


'and Fresident J. J. Henry, Hunting- 


| shoe field, which was reported as brisk. | 


ton, W. Va., of the Ohio Valley Retail 
Shoe Dealers’ Association, held in Co- 
lumbus, Nov. 16, it was decided to hold 
the annual convention of that organi- 
zation at the Deshler Hotel, Columbus, 
Feb. 13, 14 and 15. This convention 
will be somewhat different from pre- 
vious annual meetings, in that speech- 
making will be curtailed to a consider- 


| able extent and in its place there will 





be practical demonstrations of win- 
dow trimming, window and _ interior 
store lighting and sales demonstra- 
tions. In other words, the laboratory 
method of bringing home to dealers 
the more modern methods of conduct- 


| ing certain departments of their busi- 


ness will be used. 

But speech making will not be elimi- 
nated, and it is announced that Ernest 
A. Burrill of the National Association 
will be one of the principal speakers. 
He will explain the $4,000,000 four- 
year trade extension campaign in 
men’s footwear as well as give a talk 
on sales methods and other matters of 
interest to retailers. 

The two principal sessions, on Feb. 
13 and 14, will be started with lunch- 
eons, after which the business pro- 
grams will be carried out. On the 
evening of February 14 the annual 
dinner in the form of a special enter- 
tainment and dance has been sched- 
uled. There will be only one speaker 
at this dinner and this will be of an 
entertaining nature. 

The last session will be held on Feb. 
15 when officers will be elected, com- 
mittee reports received and other busi- 
ness of that character transacted. 

Arrangements have been made for 
the reservation of the third, fourth 
and fifth floors in the old section of the 
Deshler Hotel, which will provide 
slightly more than 100 rooms for man- 
ufacturers’ displays. These rooms will 
be sold to exhibitors and the location 
given in the official program. This 
plan of having the displays in separate 
rooms has been followed for several 
years with marked success. Quite a 
few of the rooms have already been 
reserved. 

The committee having charge of 
the arrangements for the convention 
consists of J. J. Henry, Huntington, 
W. Va., president of the Association: 
E. C. Orr, Cincinnati; P. J. Myer, 
Dayton. and John J. Baird, Columbus. 
C. E. Dittmer is secretary of the as- 
sociation. 


Browning-King Changes 


New York, N. Y.—Reports have 
been confirmed here that French, 
Shriner & Urner will take over the 
shoe departments in all the Browning, 
King & Company men’s wear stores, 
now operated by the Nunn-Bush Shoe 
Company. The first F. S. & U. shoe 
department in a Browning King store 
will be opened in Chicago about De- ° 
cember 1, it is said. Browning, Kin* 
& Company have been handling French 
Shriner shoes in their college shons for 
some time and also in the Philadelphia 
unit. 
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FOOTSAVERS fe8 


Good movers off the shelf” 


because they are good movers 
“on the feet” \ 


_ is no test for correct shoes that 
Footsavers cannot pass. They are made to 
fit the eye and fit the foot. 


No fighting leather here. The unique con- 
struction of Footsavers does away with 
that. Men feel the difference in fit. 


Add correct style to correct fit—and you 
have Footsaver Shoes—made to build and 


hold the trade of worthwhile men. And it 


is the performance of Footsavers on men’s 


feet that brings men back for more. 


Weare going to tell the story of Footsavers 





in an extensive national advertising cam- 
paign in 1928. In addition we shall send 
out a comprehensive dealer service. To 
start Footsavers moving “off your shelf” 
and “on the feet” send for our new Stock 
Catalog and detailed information for rep- 


resentative dealers. 


Women’s Footsavers are manufactured by 
Julian & Kokenge Co., Cincinnati, O. 


COMMONWEALTH SHOE & LEATHER 


Whit COMPANY Mass. 


© 1927 C. S. & L. Co. 
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Mandarin Calf Color No. 57, chosen by the International Shoe Company 
for this attractive model. 
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BOTTLE SMOOTH 


FINISH 
AN ACHIEVEMENT 


IN GALLUN’S 
MANDARIN CALF 


GALLUN 


EF A T H E R_ S 


ALWAYS STANDARDS OF EXCELLENCE a 
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SHOE STORE SERVICE SECTION 


Devoted to Findings, Fixtures and the Proper Display of Merchandise 
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How Outdoor Advertising, in Some Cases, Can Be Put to Work 
for the Retail Shoe Merchant 


HE shoe merchant can profit- on all the car lines. The lines lead- advantage over other forms of out- 
ably supplement his newspaper ing to the store are desirable. Some- door display in that they can be 
and_ direct-mail advertising times a store specializes in a special changed monthly at only the cost of 


with some outdoor display. 


their memory through their seeing ably be used. 


your name frequently in their 
daily travels. Outdoor adver- 
tising provides the least ex- 
pensive means of keeping the 
name before them. 

It is not a good medium for 
carrying your message, except 
in slogan form. However, it 
should logically be afforded 
a place on a fair sized adver- 
tising appropriation because 
there is a decided value in 
having the name of the store 
seen with frequency and regu- 
larity. 


HE forms of outdoor ad- 
vertising available to 
most merchants are car cards, 
posters, sign boards, electric 
signs, walls, fences, moving 
signs, and delivery wagons. 
The relative value of these 
different classes of outdoor 
advertising depends on how 
many people can be reached 
by each, at what cost and how 
conspicuous and legible the ad 
will be in each case. As in 
this respect the conditions 
vary to a great extent in dif- 
ferent towns and localities, 
each merchant must make his 
own survey to decide which 
are best suited to his use. 
Car cards are good for a 
store located where it is easily 
reached by the passengers. 
In large cities it is not usu- 
ally good policy for stores lo- 
cated outside the central 
shopping district to use cards 








type of shoe used in certain indus- the cards. In cities, poster locations 
After people have read your sales trial plants. In such cases the lines cost less than sign board locations 
message this can be kept alive in leading to these plants might profit- but the cost of getting out illustrated 


For the Busy Month of 
DECEMBER 
Dec. 1-10 


As Christmas draws nearer you will have less 
and less time to devote to checking up on your 
December needs and trying to improvise for 
display and advertising materials which have 
not been prepared on time. If you haven't a 
complete list of all decorations, display materials 
and equipment, show cards, drawings and cuts 
that will be needed this month, prepare that list 
now and keep a close check on it to make sure 
that everything is at hand when wanted. 

Do you realize that many sales of gift items 
such as slippers, or hosiery, or buckles, garters, 
etc., are lost to you simply because the intrinsic 
value of these items isn’t up to what people 
want to spend for presents? So why not let 
them spend that larger amount with you instead 
of elsewhere? Arrange some combinations of 
the different items in attractive gift boxes to 
sell at varying amounts up to three or four 
times the cost of a single pair of slippers or hose. 


Dec. 12-17 

Give over as much as possible of the interior 
floor space to table displays of gift items. Slip- 
pers and hosiery you will of course feature 
strongly—but dont forget that there’s a big sale 
for shoe ornaments and other accessories. Shoe 
trees are practical gifts not likely to be dupli- 
cated and have an instant appeal to many 
shoppers. . 

After closing time check up on the items that 
are running low and get the necessary instruc- 
tions ready for the clerks so that the proper 
effort may be made to clear these before mark- 
downs are necessary. Work to minimize the 
number of short lots that are left over after the 
Christmas rush. 

If you intend giving presents to employees be 
uve that the necessary preparations are started 
n time. 


Dec. 19-24 

Not much to do but work. 

You should now have the decks cleared for 
action so that all your time during store hours 
can be devoted to taking care of trade. 

Assign someone to keeping close tabs on the 
stock so that you can determine each day which 
are the most important items to push. 


Dec. 27-31 

Have all Christmas symbols and show cards 
out of sight when the store opens Tuesday 
morning. 

Have a bargain trim in the windows and 
convert the gift tables into bargain tables. 

If you don’t want the recipients of gifts, who 
call for exchanges, to know the reduced prices 
of those items, it might largely be avoided by 
keeping this class of merchandise out of the 
featured bargain lots for about a week. 








Car cards have one posters in full colors is prohibitive 


to the average shoe merchant. 
However, if he happens to 
have the agency for one of 
the advertised lines of shoes 
for which the manufacturers 
furnish posters it is well 
worth while to use this form 
of advertising. 


SUALLY the least expen- 

sive city locations are 
those for painted signs on 
walls. The yearly rentals are 
moderate. The space is large 
The principal cost is for the 
painting. There is, however, 
the possibility of these loca- 
tions being obscured by build- 
ing developments. 

Electric signs on roofs are 
very effective but also very 
costly. For big, centrally 
located stores they are some- 
times good _ investments. 
Sometimes mechanical devices 
carrying signs for a group of 
advertisers are a good buy. 
You can judge of this, if there 
are any in your town, by 
watching them and checking 
up on what interest they 
create. 

Every day now, auto high- 
ways bring more and more 
out-of-town people by the 
store. Along the main roads 
leading into town these people 
should be greeted by road 
signs or ads on barn roofs, 
fences, etc. This medium has 
proved highly effective in 
drawing transient trade. 
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MERICA is awakening to a new note 
in business— beauty. You see it ex- 
pressed on all sides. New business build- 
ings loom in shining relief against the drab 
sky line of the past decade. In similar con- 
trast is the modern home. The motor car of 
pleasing harmony draws sharply away from 
its ugly standardized predecessor. From 
prunes to perfumes, merchandise vies in art 
as expressed in every article as well as the 
package which contains it. 


That this influence be reflected in your store 
isofextremeimportance. This means proper 
store planning and modern store fixtures. 


We offer a store planning service of twenty- 
five years standing which adds new beauty 
in competing for sales as well as new effi- 


ciency in completing them. In addition our 
tremendous production ofstore fixtures gives 
merchants an opportunity to meet this new 
competition — meet it squarely and at very 
little cost. 


That modern store planning and fixtures are 
the bestinvestments any merchant can make 
is borne out by the fact that stores after be- 
ing properly planned and equipped have 
shown sales increases ranging as highas 75%. 


This indicates that, merchandise being equal, 
people buy where beauty is. Call upon our 
planning service which is extended to every 
store, large or small. Find out how a small 
investment in beauty will bring you a large 
return in profit. Sending the coupon below 
implies no obligation. 


GRAND RAPIDS STORE EQUIPMENT CORPORATION, Grand Rapids, Mich. 


Succeeding: The Grand Rapids Show Case Company + Welch- Wilmarth Corporation 








GRAND RAPIDS STORE EQUIPMENT CORPORATION 
Grand Rapids, Michigan 
Gentlemen: Please send literature and information on your 
planning service and store equipment. 
Z-11 


Branch offices and 
representatives in 
most principal cities 


Factories: 
Grand Rapids - Portland, Ore. 
Baltimore - New York City 
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New Ideas in Display Units 


HERE are so many things that 
can be employed to improve 


the interest and friendly as- 
pect of a show window. Good taste 
and a touch of craftsmanship. Good 
merchandise to exploit. 

Consider the thought and pains- 
taking labor required to make a 
good shoe. Try and compile all of 
the angles of thought and ability 
that are needed to give a shoe ez- 
pression. Shoes, like hats, may ap- 
pear crestfallen—just average to 
fair—or they may express courage, 
strength and action. 

To grasp the full meaning of shoe 
expression as I see it, just start at 
the bottom by taking the oldest pair 
of discarded shoes you can find, 
stand them up in the corner of the 
room and look at them. Somewhat 
run down at the heel, you will note, 


By J. Clarence Bodine 


Vice-President, Bodine-Spanjer-Janes Co 





naturally—but note also various 
other points. The thin sole worn and 
buckled. Note the creases, and each 
wrinkle will show the pain and care- 
worn look of mileage. These shoes 
express more forcefully than any 
other piece of wearing apparel the 
feelings of the man who has worn 
them. 

Starting from this particular point 
of view, this condition described, 
you may take the various stages of 
wear all the way to a pair of new 
shoes. But what kind of new shoes? 
They may be good, bad or indiffer- 
ent. We will say that your particu- 
lar line of shoes are good. They look 
well. In your display, they must 
appear even better. Considering all 
the art, skill and care used in mak- 
ing these shoes; your own care, 
trouble and expense in selecting a 





Unit Display No. 3 
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NOW 


Get the Christmas Business 


—_ 











Forging Ahead! 


—. is a game not unlike 
foot-ball. To forge ahead depends 
not so much on sheer strength as on aa 
ideas—progressive ideas which offer ee Se a eee ee, 
something new in customer service, sad Rewvins ond Pelnestties. 55 Seakes 


something that outwits competitors. Sie, GtiniaciRadts, Ghat, Ben. See 


Here is a display idea that will make 


your business forge ahead. It will give 
your windows a new personality that December is the month when your 


is distinctive from those of other shoe . 
stores. sales for the entire year should be 
Fairy Forms, those new, lightweight, boosted to a profit-making total. 


colorful shoe trees, which are molded ’ : 
to fit, are the secret. They will give Your Window Displays are the one 
your display shoes a new charm . . . Big Bet. Turn them into “Customer 


a new sparkle that passersby cannot ‘ 

resist. They are silent salesmen, which Pullers.” The Wreath illustrated 

will add wings to your sales. here is in stock for immediate de- 
livery. Also, our color catalog. 


How to Obtain Fairy Forms 


Fairy F d by the leadi . . . 
shoe manufacturers to tree their sales “The Guide to Better Window Displays” 
or Rl 
. He is interested in help- : 
ing you sell his shoes and will gladly a be we Pier — fer 
our immediate selection. 


Fairy Form your display models if you 
The Adler-Jones Co. 


request it. 


Fairy Forms are fully protected 
by American and Foreign patents 
When in Chicago, be sure to visit our Show- 


The SHOE FORM CO., Inc. rooms. Our complete Christmas Line is now 


AUBURN, N. Y. on displey. 
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Unit Display No. 4 
A novel divider 


good location and putting in a good 
line; your care in building show 
windows: Now just a little more 
care, and a trifle more investment 
and you will have the right presen- 
tation. 

Make every display more than 
just a display. Turn it into a Shoe 
Exposition. This can be done by 
careful attention to detail. Good 
grouping, interesting unit trims, the 
careful placing of shoes on your 
stands or plateaus. A screen panel 
back of a group of shoes separating 
one style or line from a neighboring 
group. 


E here show sketches of unit 

groups that will illustrate the 
value of combining or grouping spe- 
cial unit presentation. 

Unit Display No. 1 gives you a 
combination set comprising plateau, 
table stands, and fixtures. At back 
of stands and fixtures is a single 
panel. This panel should be neatly 
painted or covered with a light 
toned fabric of interesting texture. 
Then to soften the lines of the panel 
and to take away the hardness of 
the fixtures that must be used to ele- 
vate the shoes, take a soft fabric a 
tone or two deeper, of same color as 
the panel, and drape over one side 
as shown in sketch. 

Aside from the shoes indicated on 
the fixtures there is room on the 
table, stands and on plateau for 
eight or ten pairs of shoes. This is 





an ample amount for this unit, and 
the shoes will not appear crowded. 
There is still room for window cards 
or price tags. 

Unit Display No. 2 is confined to 
a single stand which will accommo- 


date seven pairs of shoes. The en- 
tire effect will be graceful and 
interesting. This fixture is espe- 


cially designed in connection with 
this article to give you our idaa of 
how many shoes can be used in a 
small space without appearing over- 
crowded. You can see every pair of 
shoes—each shoe to the best advan- 
tage. A drape of colorful material 
gracefully arranged will add to the 
attractiveness of this unit. 

On the floor of the window, at base 
of fixture, you may place three pairs 
of shoes to advantage, and at right 
side of fixture just back of lower 
part of drape you will find room for 
a window card. 

In center of window or center near 
front, a group of fixtures standing 
on plateaus will provide a very ef- 
fective unit. 


NIT Display No. 3 will illus- 

trate the idea. In this small 
area you can easily show, and to ad- 
vantage, 12 pairs of shoes. The idea 
is not that you should have stocky 
or stuffy looking displays, but it is 
often necessary, from the sales point 
of view, to show as many styles and 
colors of leathers as possible. 

The show cards at either end of 
the plateau are set in small stands 
made to match the decorative base 
of the shoe fixtures. Back of this 
display treatment, which is near the 
floor, there will be ample room to 
build higher unit displays. Keep the 
background in pleasing color in a 
light tone to bring out all the quali- 
ties of the shoes. 

In Drawing No. 4 we have a 
unique shoe window stand, one that 
can be used very nicely as a divider 
to separate into groups various dis- 
plays. Not only that, but it is very 
effective in design and would attract 
attention to a few special numbers 
that you are introducing. This type 
of fixture has attracted attention on 
Fifth Avenue. The small wrought 
iron curtain pole at the back, sup- 
porting a drape, adds to the richness 
of effect. 

Unit Display No. 5 consists of a 
plateau and screen. The plateau, 
shoe stands and screen all hold to- 
gether nicely. Place this setting in 
any part of the window, arrange 
your shoes neatly on stands, plateau 
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Something New 
In Style Shows 


[CONTINUED FROM PAGE 46] 


to educate men to a better apprecia- 
tion of shoes, additional significance 
is added to the affair. Members will 
be interested to receive a detailed 
statement of the fine response which 
has been received to date, and repre- 
sentatives of the association will 
give a complete presentation of the 
plan during one of the luncheon ses- 
sions. 

Merchants will not be asked to at- 
tend lengthy meetings at which 
there will be much public speaking, 
but will find only one speaker a day 
and that one of national reputation. 
The details regarding this will be 
announced later. 

Indications are that the enroll- 
ment at the coming convention will 
pass the 10,000 mark. The last ses- 
sion drew more than 8000 repre- 
sentative retail shoe merchants, ac- 
cording to the official registration 
figures. 








and on the floor around the plateau, 
include a snappy window card and 
the entire effect will be outstanding. 


























Unit Display No. 5 
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to Shoe Store 
| Owners and 


Shows you how to bring more and bet- 
ter trade into your store ... 32 pages 
of seating suggestions for modern shops 
in this interesting and practical book 
“New Styles in Shop Seating” 


“Gentlemen, I want to compliment you on your book 
‘New Styles in Shop Seating.’ It is a genuine help for 
the modern shoe store owner and reflects a keen ap- 
preciation of our problems. Any man interested in 
attracting better trade and building prestige for his 
store should read this book.” 

So writes a successful eastern shoe store owner. Perhaps 
this book will help you. Shall we mail you a copy? It 
is free. How proper seating can give your store an air 
of ‘distinction—attract more and better trade—greater 
capacity at less cost and bigger profits on your invest- 
ment, all explained in this free book. Simply use the 
coupon below. 


The “American’’ Free Service Plan 


“American” engineers and draftsmen are at your service 
to suggest new ideas in seating arrangements. In the 
past fifteen years thousands of shoe store owners have 
accepted this free service. And as a result American 
Interlocking Shoe Store Chairs are building profitable 
business daily. This service is yours for the asking. 
Fill in and mail the coupon today. 


American Seating (Gmpany 
1016 Lytton Building Chicago, Illinois 
Branch Offices—New York: R. 601-119 W. 40th St. 


Philadelphia: R. 703-1211 Chestnut St. 
Boston: R. 302-69 Canal St. 
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American Seating Company 
1016 Lytton Bldg., Chicago, Ill. 


Gentlemen: Send me, without obligation, your helpful 32 Page Book, ““New 
Styles in Shop Seating."’ 
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Catering to the Jeune Fille 







O’Conner and Goldberg, in Chicago Trying Experiment in 
Department for Stylish Misses Only 


ERE is an uni- 
quely inter- 
esting shop 


designed and _ built 
especially for the 
“jeune fille,” and the 
decorative designer, 
Alex Rindskopf, has 
succeeded in obtaining 
an effect in complete 
harmony with modern 
“sweet sixteen.” It is 
a department in the 
0-G store on East 
Madison Street, Chi- 
cago. 

We enter a private 
elevator lined with 
bevelled mirrors and 
polished nickel. 
Ascending one flight, 
we step out into a room 
of flashing brilliance— 
an ultra modern atmos- 
phere. Luxurious satin 
draperies and rich car- 
pets are of emerald 
green. Walls and mas- 
sive pylons are of 
lavender, polished 
nickel and canary yel- 


low, with painted decoration in the 








counters, and standing 
watch at the cashier’s 
desk is a polished steel 
griffon in modern se- 
sign. The griffon is 
the mythological sym- 
bol of the “guardian of 
the gold of the North.” 

All seats are indi- 
vidual chairs of canary 
yellow upholstered in 
lavender leather. Fit- 
ting stools follow the 
same coloring and have 
seats of deep emerald 
green. All mirrors are 
framed in orange ver- 
milion; wall niches 
and tall show cases are 
in the same color. At 
the far end of the shop 
we see a large mirror 
in front of which 
stands a petit daven- 
port upholstered in em- 
erald green trimmed 
with silver, orange ver- 
milion and black. 

With its brilliant 
lighting, this striking 
room seems to sparkle 


The specially designed, “fandolier” with vitality, life and youthful 


exotic, vibrant, modern design. The lighting fixtures are of sparkling spirit, and has received enthusiastic 


ceiling is also yellow with decoration polished steel. 


The new Yavapai praise from the patrons of O’Conner 


in pastel shades of orange, lavender onyx has been used in the construc- and Goldberg. It is a worthy acces- 


and emerald green. 


HE Joske Broth- 

ers Dry Goods 
Co., San Antonio, 
Tex., have livened. up 
their general ads 
with a series of sec- 
tions like this featur- 
ing one line of shoes 
for youngsters. 

The vernacular is 
catchy. Some of 
these sections are 
headed with comically 
scrawled handwritten 
lines in “kid talk,” 
appropriately mis- 
Spelled. 





tion of the hosiery and cashier’s 





“Kid Stuff” that “Got Over” 


sion to Chicago’s shoe salons. 








Oooh, Lukie, My Nu 
Pied Piper Shuz! 


Gee, arnt they swel. Courz we got em at Joske’s, for that's 
where they sell Pied Pipers. And gee, you'd never think shuz 
could be so comfortable. I usta hate waring shuz but not eny 
mor. These make yur fete feel kerle coz they're made to help 
yur fete grow. Yes, the Skule Store—Joske’s—has got em for 
both boys and gurls, too. 


BOYS’ SHOES, $4.00 TO $3.00 


They are made of selected calf 
skins in either English or 
French toe styles. In black or - - 

tions. Sizes 3 to 5, $2.50 and 
brown. Sizes 11 to 2 are $4.00 $2.75. Sizes 5% to 8, $3.00 and 
to $5.00, and sizes 214 to 6 are $3.50. Sizes 8% to 11, $3.50 
8500 to $6.00. and $4.09. 
STREET FLOOR SIOE DEPT—JOSKE'S 


CHILDREN’S SHOES, 
$2.50 TO $4.00 


Of fine tan calf, black calf, 
patent, pearl elk and combina- 








Some of them carry 
the vernacular into 
the description of the 
shoes, such as: 

No nales 

No staplez 

No riges 

No lumpie insoles 


Here’s a_ thought 
for some “home 
talent” ad _ writers 
who fear that their 
writings may sound 
too “high falutin’.” 
Might try a hand at 
“kid stuff.” 
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Miller Trees and 
Cordo Hyde Laces 


cr N 
Store space is valu- 


able. The best in- 


vestment in space a 











shoe merchant can 
make is to stock 
Miller Trees and 
Cordo Hyde Laces. 
Small in bulk— 
great in profit. 




















Only a little extra salesmanship 
sells a pair of Miller Trees with 
the shoes. 


And Cordo Hyde Laces are so 
smart in appearance and long- 
lived in action that they prac- 
tically sell themselves. Better 
still—tell your manufacturer to 
put Cordo Hyde Laces in your 


shoes. 

















O. A. MILLER TREEING MACHINE COMPANY 


Brockton, Mass. 











Shoe Tree Division 
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SOLID COPPER 


STORE FRONTS 
Over 300,000 Now in Use 


ee in eae 


PART CORRE EL 


“ 


STORE FRONTS THAT WILL SELL 
MORE SHOES 


That merchants realize the importance of having the 
most attractive setting possible for their merchandise is 
proven by the rising popularity of Kawneer Solid Copper 
Store Fronts. A store front built purposely for your busi- 
ness by Kawneer will invariably increase the sale of shoes 
displayed in your show windows, and lead to additional 
sales of merchandise inside the store. 

The assurance of plate glass protection, perfect ventilat- 
pb and diagram of a Kawneer ing and drainage features and the satisfaction of having a 
permanently attractive store front are reasons why The 
Kawneer Company is foremost in the store front field. 




















Photogra 

hollow metal sash. Age and rough 
usage will not affect its strength and 
beauty. The heavy copper mouldings 
from which Kawneer sash and bars are 
built require no wood reinforcement. 





THE ¢ 
‘awneer f 


™ COMPANY 





t 





Kawneer 





¢ 
SEND FOR IT ¢ ~agee 
ag If you are interested in 
NOT sort . . 
KAWNEER METAL) d windows that will actu- 
‘ ally produce more sales, 
send for this book. 





. 
¢ 2013 N. Front Se. 
o_ Niles, Mich. 














6 

¢ Please send “How to 
¢ Display Merchandise to 
¢ Sell It.”’ 















Name 





Wood strips covered with thin metal rm 
(to imitate Kawneer shapes) are perish- ¢ Address 
able, thus endangering the safety of the ¢ 
glass. The thin, soft metal is easily o 
dented and marred. a 





a 
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OVOP ERENT EY y BUILT, .. 







Hard-to-please 
men swear by it 









The extra strong pegged shank with 
steel-reinforced skived leather shank- 
piece—the double thick close-fibred 
insole—the snug instep that second 
lasting keeps snug—produce a degree 
of comfort and service that positively 
cannot be attained thru ordinary shoe 
construction. 












Write for the whole story. 


The Copeland & Ryder Co. 


Jefferson, Wisconsin 


DANAE H I G H H E E L S 


Introducing the new IPPED with LT.S. Super Quality. Ver, 
thin, very smart, extra serviceable. No 


E33 
. wonder she prefers the neater appearance, extra 
Crystal Midget comfort and longer wear she gets from the new Super 
Quality that is guaranteed in every I.T.S. Heel. 




























Crystal Midgets enhance 
both the artistry and the 
flexibility of a_ well 
planned shoe _ display, 
either in the window or 
store interior. 






Shops and shoemakers know as well as she does 
that if ever any I.T.S. Super-Quality Heel fails 


to make good, we'll replace it on a basis of 2 heels 











No matter what the for 1. 
material or finish of the 
major display fixtures, 6 I.T.S. ADVANTAGES 


















these MIDGETS harmon- 


ize well. 






1—Now, and from 


4—Quick applica- 






















now on I.T.S. tion — no : 
Write for heels are Super paring of lift, 
Midget Fixture Circular Quality. “al oo. ee 
CG al C 5—Always i 
or Gener atalog 2—Up to the min- neat job—con- 
ute outlines. cave -convex 
shape does i 
3—Service every 6—A_ clear ar- 
size and style antee of more 
with only 20 I.- satisfaction or 2 
T.S. sizes. new pairs for | 





Fixture 53 WEST THE I.T.S. CO., ELYRIA, O. 


Cc 
Company / 3°" |, Acuyr, Grif 
CHICAGO | Sa, Best Fitting 
A nee aa ea located ILLINOIS | RUBBER — 
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MR. DEALER: 
Did This Ever Happen to You? 


RADE Unionists buy shoes from merchants whose shoes they know bear the 
Union Stamp. The average Trade Unionist looks for the Union Stamp and, if 
missing, will say nothing as he does not care to make himself conspicuous by 
arguing with the clerk. 
Shoe Manufacturers and Retailers cannot judge the demand for Union Made shoes by 
the number of actual requests. 


You must show the Union Stamp in order to enjoy the patronage of Trade Union- 
ists, their families and friends. 


BOOT & SHOE WORKERS’ UNION 


246 SUMMER STREET BOSTON, MASS. 
Affiliated with the American Federation of Labor 


CHARLES L. BAINE 
General Sec’y-Treas. 


COLLIS LOVELY 
General President 
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Still Going Strong j 


Jeanne Mule Pump 





In Stock 11 Ways 


With 19/8 Spike Heels 


Black Patent AA-C 

Black Satin AA-C 

Blue Velvet B-C 
$4.00 

Midnight Blue Kid 

Grey Kid 


> 
ances 
BWrRBAAN 


Black Flower Satin 
Brown Flower Satin 
White Satin 

Red Flower Velvet 
Blue Flower Velvet 


$4.25 


> 
rq 
O 


Silver Kid 


$4.85 





Lucille 





Bronze Patent Spike only 


B-C 

Black Patent Spike and Cuban A-B-C 

Brown Suede Spike B-C 

Black Satin Spike and Cuban A-B-C 

White Satin Spike B-C 
$3.60 

Silver Kid AA-C 
$4.85 


No initial orders for less than 12 pairs 





Sally Kid 


all the authentic 


colors for Spring 


SUEDE 
or 


KID 


finish 


We believe 


PATENT LEATHER 


will be the 
“BEST SELLER” 


for Spring 








57 Lincoln St. Boston, Mass. 




















63 SOUTH STREET 


~ 
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Creese €° Cook 


Colors 
Command 


Confidence 


Select these leaders for Spring and 


add selling power to your lines. 


For Women’s Shoes For Men’s Shoes 


WHITE JADE TONY TAN 
WATER LILY TONY HENNA 


ROSE BLUSH TONY CEDAR 
viamaagaguiegutinilaiactend alone 
PLAZA GREY 

TONY BEIGE 

TONY BROWN 


CREESE & COOK COMPANY 


ALLEN H. McCREEDY 
SALESROOMS: TANNERIES: 
95 South St., Boston DANVERSPORT, MASS. 
P. A. HENRY & CO. SILVEY & CHRISTMAN MERRI£L G. HAINES 
706 B’way, Cincinnati, O. 82 Gold Street 200 Davis St., San Francisco, 
62 Mason St., Milwaukee, Wis. New York City Cal. 


NN 
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Better Looking Windows Mean BETTER Sales 


N these days of smart footwear, beautifully styled, your windows need the smartest 
kind of selling messages and the strongest of selling copy. {| Nine women in 

ten shop from window impressions. Your windows will either sell them or they 
won’t according to the kind of selling spirit that’s in them. {[ The Recorder’s 
New and Improvep “Selling Messages” are smart and full of real selling 
punch. {[ They will “talk business” for you all through the day and long after 
you've locked your door and gone home. {[ Designed and created by Recorder 
experts, they have the seasonal authority of style and colors that you need today. 


The Better You TELL Them—The BETTER You Sell 7 hem 
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‘Selling Messages 
Windows 


This Is What You Receive = 


WE looked a long time and discarded many types of easels before 
we selected the beautiful polychrome two-toned ones which are 
apart of this service. 


With your first shipment of cards you receive four easels either in 
silver or gold with your store initials hand em- 


bossed in the oval against a dark background. 
Every month you receive eight hand-designed $ 0 
cards similar to those reproduced above, with 


diferent shaped cards each month .. . full of P. 
peppy selling messages and every two months M ma th 
' 100 special blank price tickets. All for - 


RECORDER SHOW CARD DEPT. 


189 W. MADISON STREET CHICAGO, ILLINOIS 


Tear off and Mail This Coupon 


RECORDER SHOW CARD DEPT. 
189 Madison Street, Chicago, Illinois 


Please send me the “Selling Messages” for one 
year. I agree to take this service for twelve 
months and will pay for it at $4.00 a month. 


I prefer the (silver) (gold) easels. 


This store carries men’s, women’s and _ chil- 
dren’s shoes and hosiery. (Cross out lines 
not carried.) 


Name . 
Street 


City 


SS SSS SSS SSS SRB 
| 


| 
| 
| 
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Established 1894 Incorporated 104 


IN STOCK 


Patent Blucher with Dri-Sole 


Stock No. 
1201 Sizes 5-8 Spring Heel 


12025 Sizes 8%-11 Rubber Heel 
12035 Sizes 11%4-2 Rubber Heel 


Also Tan, Gun Metal and Golden Elko 


TRUITT BROS., Inc. 
Binghamton, N. Y. 














Indications are that this pattern 

in Black Alligator and Black 

Suede will be very popular for 
winter wear. 


Are the ladies in the habit of coming to your store for the 
latest in shoe fashions? It is so easy to establish a reputa- 
tion for being first with the newest in shoe styles—just be 
@ consistent buyer of FORD Creations! 


This model is one of our newer offerings—there are many 
others of equal note. Why not have us spread out the 
line before you? 


C. P. FORD & CO., INC. 
ROCHESTER 
New York 





* PSOE SS TS SHG HTH HHS HS HSPMHSESD 


For Gifts 


As gifts for holidays or anniversaries 

nothing is more acceptable to wome 

than a pair of beautiful boudoir slippers 
Greeley Boudoirs are 

steady selling line the year 

around in black or colo: 

ed kid. Leather or rut 
IN ber heels. Ask your j 
ber for them—or wr 


STOCK to us, 


36 Pair Cases 


Thoroughly practical. Basily 
attached and removed. They 
grip and hold securely. 

Made with woven strap and 
buckle. 

Size No. 3 for Men, Size No. 
2 for Ladies, Size No. 1 for 
Cuban Heels. 

Retail for 50 cents per pair. 
Dealer’s price $4.00 per dozen 
pair. 

ie Order from your jobber, or 
A Money Maker! we will ship direct C.O.D. 


CHURCHILL MFG. CO., Inc. 
278 Thorndike St. Lowell, Mass. 





Deliveries At Once 


A. W. GREELEY 


% 12 Duncan Street - - - Haverhill, Mass. 
: by 











Peteeeecsceecrvwerceseorseo 


SCCCSPoereeo~soeeoosoos 
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Bearfoot Soles 


Specified 


BEARFOOT, because of its quality, service, design and attractive 
appearance, is FIRST in demand for Spring sport shoes. 


Leaders have placed their stamp of approval on BEARFOOT as 
THE sport sole. Thousands of pairs of BEARFOOT soles on 
sample shoes bear out this statement. 


See them at the coming Shoe Style Shows. 


AND, our new higher, square-breast heel with either plain or 
sport BEARFOOT soles will help solve the perplexing problems 
arising from the scarcity and high price of leather. 
om e Ask your manufacturer for BEARFOOT soles and heels. To see 
WEARFOOT soles on in- 


fants’ and children’s shoes them is to buy them. 
sell on sight. 


BEARFOOT SOLES 


The Bearfoot Sole Co., Inc. 178 Lincoln St., Boston, Mass. 
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UNITED:-STATES: LEATHER:COMPANY 


~ * 




















PON the sole-cutter rests the responsibility for converting leather into soles 


which will give the maximum satisfaction. 


that “Company Leather” insures the greatest satisfaction. 


F, Archibald, Inc. 

C. W. Arnold & Co. Corp. 
Bacheller & Spence 
Condon Cut Sole Co. 
Conry Leather Co. 

C. G. Ellis, Inc. 

T. F. Fitzgerald Co. 
Glynn & Burchell 

C. E. Greenman Co. 

A. K. Goldman Co. 

H. Goldman & Sons, Inc. 
Wm. Graham & Co. 
Hilliard & Merrill, Inc. 

C. H. Horne & Co., Inc. 


The following cutters have found 


Howe & Fenlon 

H. F. Hussey 

Wm. Johnson & Co. 
Kistler, Lesh & Co., Inc. 
J. L. Libbey & Son 
Jas. Moss 

P. J. Nangle & Co. 

C. L. Stevens & Co. 

J. H. Sellman Co. 
Stephenson & Osborne 
Watson Cut Sole Co. 
Way Leather Co., Inc. 
Wilkinson & Reger 
Williams Cut Sole Co. 












































E-STAND:-ON-UNITED -STATES :- LEATHER 
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RILEY’S 





AARCH RELIEF SHOES 


“Comfort in Beautiful Footwear” 
Always in the Lead 


COMFORT—STYLE—FIT 





The Modette 
$5.00 
Stock No. 
8733—Patent Leather One-Strap 
French Cutout. 14/8 Celluloid 
Covered Cuban Heel. 


Grey Kid Quarter Lining. 





The Vogue 

$5.50 
Stock No. 
8730—Brown Kid Four Loop 
Tie, Garter Snake Trim, 14/8 
Leather Heel, Rubber Top. 


Has Brown Kid Quarter Lining. 









The Marvtis 


$5.00 








Stock No. 

8621—Black Kid Four-Eyelet 
Tie. 14/8 Leather Heel. 
Rubber Wingfoot Top. 


Grey Kid Quarter Lining. 


<.. — yo 





ST. LOUIS STYLE SHOW 
Nov. 28 to Dec. 1 
Room 824, Maryland Hotel 








Sizes in Stock in all Styles 


AAA 5. to 9 B 3% to 10 
AA 4% to 10 C 3% to 10 
A+ to10 D 3% to 10 


THE RILEY SHOE MFG. CO. 





The Marlow 
$4.90 
Stock No. 
8622—Patent Leather Four-Eye- 
let Tie. 14/8 Leather Heel. 
Rubber Wingfoot Top. 


Grey Kid Quarter Lining. 








The Stroller 
SIL 
Stock No. 
8716—Patent Leather Four-Loop 
Tie, Black Pin Seal Trim. Has 
14/8 Leather Heel, Rubber Top. 


Grey Kid Quarter Lining. 















me 











The Comfort 
$4.75 
Stock No. 
6011—Black Kid Oxford. 12/8 
Leather Heel. 
Rubber Wingfoot Top. 


Grey Kid Quarter Lining. 


Columbus, Ohio 
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WHERE TO BUY 


Men’s Shoes 













HENRY LILLY CO. 
110 Duane St. New York 
AUCTION TRADE SALES of 


SHOES and RUBBERS 


Every Wednesday and Friday 














ror MEN 
(P) .. crccaancp nam (P) 
BROCKTON ene 








NETTLETON 
Shoes of Worth 


A. BE. NETTLETON CO. 
. W. COOK, President 
Syracuse, N. Y., U. 5. A. 

M@BN’S FINE SHOES EXCLUSIVELY 




















Richards & Brennan Co., Randolph, Mass. 


<\ 


BOSTONIANS 


SHOES FOR MEN 
COMMONWEALTH SHOE & LEATHER CO. 


et 

















Gabe Sets 
11 Seuth Street 
ol 


CO-OPERATIVE 
BOOT & SHOE 


Or Shoe aa 


FOR MEN Beeckio, Mase. 














Shoe Market News 


in the Boot and Shoe Recorder 








NATIONAL NEWS 





SATURDAY, NOVEMBER 26, 1927 








EVERY WEE ‘ 





Ordering of 
Spring Shoes 
Has Started | 





Fill-in Business Also Has 
Helped to Increase Vol- 
ume in Milwaukee Fac- 
tories: Outlook Hopeful 


MILWAUKEE, WIs.—Most shoe manu- 
facturing plants here have noticed an 
increase in their business during the 
last period,as many of the retail mer- 
chants are starting to place orders for 
early spring lines, and they are doing 
a fair business on fill-ins for the late 
winter season. The outlook for Decem- 
ber and after the turn of the year is 
hopeful for both men’s and women’s 
footwear, according to the local men 
who anticipate doing a nice amount of 
business at that time. 

William A. Edmonds, president of 
the Edmonds Shoe Co., said that the 
mail order business is all right and hold- 
ing up well, but the salesmen are not 
receiving the volume of orders on the 
territory that they should for this time 
of the year. He lays this to the fact 
that too many shoes were made: in 
August and September. He looks for 
the retail merchants to clear their 
stocks later and then come into the 
market. 

Robert J. Dempsey, sales manager 
for the Weyenberg Shoe Manufactur- 
ing Co., also manufacturers of men’s 
shoes, said that their volume had in- 
creased to a good extent during the pe- 
riod and that business was good. The 
trade is taking dress shoes for spring 
already, and the immediate business is 
also good. Tans are moving well to the 
trade in the spring styles, but blacks 
continue to dominate the market, both 
on winter and spring styles. 

The children’s shoe business is hold- 
ing up very well, according to H. P. 
Plass of the Simplex Shoe Co., which 
specializes in children’s footwear. The 
sales are improving right along and are 
much better than they were in Septem- 
ber. for example, when the children’s 
business suffered the lull which. the 
ladies’ and men’s business did a few 
weeks ago. Browns and blacks are the 
best colors in the children’s lines, and 
patents continue to be the leaders in 
the leather. 

An increase in volume was also re- 
ported by Fred W. Callies of the Rich 
Shoe Co., which manufactures ladies’ 
shoes. He said that the trade is buying 
for spring now and they are taking 
light shades such as gray kids, the 
honey beige shade in kid and suede, 
brown suedes and some combinations. 
The company recently received a large 
order for gray kid. Patents have made 
a comeback in the last few weeks, ac- 





cording to Mr. Callies, and the solid 








color patents are moving especially 
well, but there are some combination 
and ‘trim numbers in the line which are 
also moving. Straps, pumps and ox- 
| fords are the styles in favor. 








I. Miller & Sons Hold 
Semi-Annual Convention 


To Succeed, You Must Depart- 
mentize, Merchants Are Told 


NEw YorRK—Twice a year a mer- 
chant’s convention is held by I. Miller 
& Sons, Inc., of New York. Last week 
the sixth semi-annual convention was 
held from Monday to Friday. The con- 
vention hall was especially built, tinted 
and decorated in springtime colors on 
the seventh floor of the factory build- 
ing in Long Island City, N. Y. 

At this sixth semi-annual convention 
an attendance of 240 merchants made 
it perhaps the most exceptional con- 
vention in the history of the trade. 
These merchants came from every part 
of the country. The Pacific Coast was 
well represented as was the State of 
Florida. 

The convention is a practical instru- 
ment of progress, illustrating complete 
cooperation between the factory and 
the merchant. The fundamental key- 
note of this season’s convention was 
“Departmentize Your Business,” and 
five distinct cooperative features were 
discussed and adopted. 

The convention sessions were at- 
tended one hundred per cent, especially 
when one day’s program has such high- 
lights as these: 

“Business Conditions from the Bank- 
ers’ Viewpoint,” by Francis H. Sisson, 
vice-president of the Guarantee Trust 
Company; “The Story of Color,” by 
Miss Margaret Rorke; “The Viewpoint 
of a Department Store Head,” by Sam- 
uel Mundheim, president of Stern 
Bros.; “Style Merchandising,” by A. H. 
Thomas of Cheney Bros:; “An Insight 
Into the Quality Shoe Merchants’ Prob- 
lem,” by Arthur D. Anderson, editor of 
the Boor AND SHOE RECORDER; and “A 
Dramatization of Correct Selling.” by 
Profs. Richard C. Borden and Alvin ¢ 
Busse of the New York University. 

One evening in the week was social 
in nature—a beefsteak dinner and en- 


tertainment at Castle Cave Grill. New 
York. 

In the presentation of the style pro- 
gram for the advance season, some 
forty models were used under the 
direction of J. Sherwood Smith, manag- 
ing director, and Miss Lucy Park. fash- 
ion counselor, of the Fashion Coordina- 





tion Bureau. This style show hai one 
very unusual feature. There were n0 
trick or window display shoes. ‘very 
shoe was an advance number ani was 
presented with the costume and «cceés- 
sories with which it would coor nate 
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Haverhill’s Show a Success 


HAVERHILL, Mass.—Haverhill’s first 
annual Pageant of Progress, Nov. 14, 
15 and 16, at the State Armory, con- 
spicuously demonstrated the forward 
march of industry in this city and was 
successful beyond all expectations. 
Over 10,000 persons reviewed the more 
than 70 exhibits by the city’s leading 
manufacturers. The exposition was 
under the personal direction of Sheldon 
Fairbanks, well known Boston pro- 
moter and producer. Radio stars, in- 
cluding the silver-masked tenor, Bob 
Emery and the Joy Spreaders, and Joe 
Rines’ Bluebird Orchestra were among 
the many entertainment features of the 
great pageant. 


Demand for Light Shades 
Already Noticed in Lynn 


LyNN, Mass.—As Lynners figure it, 
production of women’s shoes for the en- 
tire country will increase to 110,000,000 
pairs and more this year, scoring the 
high point in history, and exceeding 
the production of 1914 by 30,000,000 
pairs. A gain like this, made during a 
period of a comparatively few years, 
shows how it pays to novelty-ize, high 
heel, silk stocking and otherwise style 
up feminine feet and merchandise 
feminine footwear. Women may be 
riding more, by reason of the automo- 
bile; but they are also buying more 
footwear, by reason of style. And the 
end of this progressive movement is 
nowhere in sight. 

A turn toward colors has started. 
Manufacturers are getting letters from 
merchants asking for colors. Tanners 
are active on colors. The Agoos tannery 
in Lynn, operating to capacity, is pro- 
ducing colors chiefly, with the grey 
tones showing up quite strong. Phil 
Carr, the Peabody tanner, tells of a 
new and active demand for shell grey, 
ivory, jade, and roseblush, and also of 
some matching of greens as well as 
reds and blues, all of these hues being 
on suedes. Incidentally, tanners are al- 
ready extra busy on white lining stock, 
which indicates that many of the new 
shoes will be lined with white. 

C. S. Richards, salesman for the 
Harney Shoe Co., started on a Western 
trip the other day in response to a de- 
mand for colored kid shoes. The Har- 
ney shop, by the way, is making white 
kid pumps for the winter resort trade. 
New samples, for immediate business, 
tun up to the light shades of brown, 
and the jades. Max Horn, of the Horn 
Shoe Co., also started off the other day 
with a line of samples strong on colors. 

“We are,” says M. F. Costigan of the 
Bender Shoe Co., “preparing for the 
best year yet on health shoes. As we 
see it, women are more active on their 
feet, and as the pavements are hard, 
as well as the floors, they being uncar- 
peted, women must have shoes that fit 
the soles of their feet in elevation, as 
well as in length and breadth. We are 
astonished at the number of inquiries 
we get about the construction of bot- 
toms of shoes. All of this shows that 
the shoe business is on a sound founda- 
3 At least, this is the way we look 
a I Sad 























Manufacturers Working 
on New Spring Lines 


CINCINNATI, OHI0O—Some shoe man- 
ufacturers are doing an unusual 
amount of business for November, 
while others are having quite a dull 
month. New sample lines, which were 
held up in many instances awaiting 
the New York style conference, are 
being completed and most lines will be 
shown for the first time at the St. 
Louis Fashion Pageant. Prices have 
been very steady for the past few 
weeks and credit conditions are re- 
ported normal. Fall business has been 
very good considering the unsettled 
weather conditions which have pre- 
vailed since the beginning of the fall 
season, and manufacturers believe 
further fall business will develop if 
weather during the next few weeks is 
favorable. 

The Sam B. Wolf Sons Company 
continues the run of six days and three 
nights per week which they started up 
several weeks ago, and Sam B. Wolf, 
Jr., president of the firm, announces 
that they are sold up to Jan. 1 running 
on this schedule. A part of the spring 
line of samples have already been put 
on the road and Mr. Wolf said a nice 
volume of orders is coming in on them 
for spring delivery. An additional 
fitting room has been installed recently 
by the Wolf company at Crothersville, 
Ind., twelve miles from their factory. 

Although orders for at once delivery 
are very few, fall business as a whole 
has been very satisfactory, according 
to Fred Roth, advertising manager of 
the Roth Shoe Company. At the pres- 
ent time, patent is being favored in 
most orders received by the Roth com- 
pany and imitation alligator is being 
called for. The svring sample line is 
ready for inspection and Mr. Roth pre- 
dicts an unusually good run on them. 

The Cincinnati Shoe Company is 
running at low capacity and report 
business very dull. Spring samples are 
getting most of their attention at 
present, Mr. Porter, sales manager, 
reports. 


Celebrates 84th Birthday 


BostoNn—Henry F. Tapley, head of 
the long-established wholesale shoe 
house of Amos P. Tapley & Co., recent- 
ly celebrated his 84th birthday by at- 
tending the dinner meeting of the 
Boston Boot and Shoe Club, of which 
he is a charter member. The rec- 
ord of this firm is as follows: Ebe- 
nezer Vose, 1812-1816; Ebenezer Vose 
& Co., 1817-1828; Josiah Pierce, 1829- 
1834. (Mr. Pierce was with Ebenezer 
Vose & Co.) ; Josiah”Pierce & Co., 1835; 
Daniel Bingham & Co., 1836. (Mr. 
Bingham was with Josiah Pierce & 
Co.); Amos P. Tapley, 1837-1838. (Mr. 
Tapley was with Daniel Bingham & 
Co.); Bingham & Tapley, 1839-1846; 
Amos P. Tapley, 1847; Amos P. Tapley 
& Co., 1848-1854; Amos P. Tapley, 
1855-1868; Amos P. Tapley & Co., 1868- 
1905. (Henry F. Tapley became a 
member of this firm) ; Henry F. Tapley 
has carried on the business, under the 
old firm name, since 1905 to the pres- 
ent time. The career of Mr. Tapley 


spans 60 years and that of Mr. Tapley | 


and his father 80 years and more. 





WHERE TO BUY 
Men’s Shoes 
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5@ STYLES IN STOCK 
Ready fer Delivery on the Be 


BMERSON SHOE MFG. \e 
Rockland, ween = 











































“<FReye—\ HAND TAILORED’ 

Bie “~Sncy 

BIon F-REYNOibs Commu 
BROCKTON, MASS. - 


STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 
“They've Cot to Be Stetcon 
te Be Snappy” 
THE STETSON SHOE CO., Ine. 





























South Weymouth, Mass. 
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WHERE TO BUY 
Standard Shoe Materials 














































Strong and Flexible 








© Counter Board 
a} Made from 
= Long Fiber 






The Sterling Fiber Board Co. 
Sales Office, 501 Fifth Avenue, 
New York 




























est Virginia 


Used for many years by some of 
the largest shoe manufacturers. 





Pulp Product Department 
WestVirginia Pulp & Paper Company 
troit New York Chicago 



















The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish 
CREESE & COOK CO. 
Tanneries at Danversport, 95 South St., Boston. Maes. 
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WHERE TO BUY 


Shoe Price Ticket Holders 


6 hs rr 








POLLY CLIP 
For Shoe Price Tickets 
TILTS AT ANY ANGLE 

Small, neat, everlasting. Now used by 

first class shoe stores. Gross $5. Half 

gross $2.75. Check with trial order. 

Refund if unsatisfactory. 

M. D. POLLINGER CO. 

416 Victoria Bldg., St. Louis, Mo. 

















WHERE TO BUY 
Ballet Slippers 








HAND TURNED, BLACK KID 
BALLET SLIPPERS 








In 8' 
Womens, $1.35; 
Misses’, $1.30; 
Child-en’s, $1.35 
Bend fer Mail orders prompt- 
Samples. ly at to 





ROTH & ROSENBERG SHOE CO. 
124 N. 3rd St., Philadelphia 














In Stock Black Bal- 
let Slippers 
Ladies’ $1.25 pr. 
Misses’ $1.20 pr. 
Childs’ $1.15 pr. 
BLOG SHOE CO., INC. 
147 Duane &t., 
New York, N. Y. 














Brooks’ Toe Slippers 








Shoe and Allied Trades 


to Cooperate in Haverhill 


HAVERHILL, Mass.—Consolidation of 
the shoe and allied manufacturers of 
the city into one central body for the 
purpose of administering the affairs of 
tindustry and treating with the local 
‘unions and employees is a proposal 
now receiving consideration. The 
Haverhill Shoe Manufacturers’ Asso- 
ciation, for many years a strong body, 





numbering approximately 50 of the | 


shoe manufacturers of the city, is now 
the only organized group in the indus- 
try. The Haverhill Wood Heel Manu- 
facturers’ Association, representing the 
wood heel industry, passed out of 
existence several seasons ago, but the 
heel manufacturers are now making 
overtures to the shoe men to become 
a part of their organization as a com- 
ponent group. The cut sole industry 
has also been mentioned as expected 
to entertain a like move. 





Charles Meis Salesman Is 
on Trip to West Coast 


CINCINNATI, OHIO—Phil Green, rep- 
resentative of the Charles Meis Shoe 
Company, manufacturers and whole- 
salers of Cincinnati, has completed ar- 
rangements for a Pacific Coast trip. 
Leaving Sunday night, Nov. 20, Mr. 
Green expects to arrive in the West on 
or about the 26th. Obviously, he hopes 
to see all of his old friends where he 
plans to visit them during his five 
weeks’ trip. 





A Correction 


In our issue of Nov. 19 the 
Unity Shoe Company, Lynn, 
Mass., was listed among the 
exhibitors at the Jefferson Hotel, 
St. Louis, during the Shoe Style 
Pageant, as occupying Rooms 
1124 and 1126 in the hotel. It 
develops that this is a mistake. 
During the Pageant the Unity 
Shoe Company, of Brooklyn, 
N. Y., will occupy Room 1124, 
and the Jefferson Import Com- 
pany, of New York, will occupy 
Room 1126. We make our apolo- 
gies to the two latter companies. 




















In Stock 


Women Misses Children 
618 Black Kid....$2.80 $2.75 $2.70 
608 Pink Satin... 3.40 3.35 3.30 
Coast Prices Slightly Higher 
BROOKS SHOE MFG. CO. 
Philadelphia—1725 No. Gth St. 
Los Angeles—1162 So. Hill St. 














Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 

















Drug Company, 
retail drug concern, 
nineteen stores, is featuring Auburn 
Cement-On Soles, at 60 cents a pair 
complete. Demonstrations are being 
conducted at the main stores of the 
concern, which are being viewed by a 
large number of persons. 
the crowds are so great in front of 
the demonstration windows that pass- 
ersby are forced to walk out into the 
street. While it is a skeptical public 
that has viewed the demonstrations, a 
good many sales have been made, it is 
reported. 





Soles in Drug Stores 
BALTIMORE, Mp. (UTPS)—The ‘Read 


Baltimore’s largest 
which operates 


Quite often 











New Leather on Market 


HAVERHILL, Mass.—The L. H. Hamel 
Leather Co., 141 Essex Street, this 
city, is the originator of a new leather 
known as Nu-Process Leather, which 
is now being introduced to the trade. 
“Nu-Process” leather is something en- 
tirely new and produced only after 
months of study and experimentation. 
The leather has a fine grain, character, 
and the appearance of glazed kid. The 
skin is firm and well worked out. le- 
cause of this, it is possible for manu- 
facturers to use the entire skin. 

Production of this new leather was 
begun this month and is being fea- 
tured in the four most popular colors 
of gray, honey beige, parchment, and 
white jade. The local tannery has 
been extensively remodeled and muore 
than $40,000 worth of new equipment 
added to take care of the new branch 
of manufacture. 

The Hamel company is one of the 
largest manufacturers of leather for 
linings in the business. Their line in- 
cludes glazed kid, sheepskins «nd 
skivers. In spite of the poor business 
conditions that are being reported in 
the shoe and leather trade throughout 
the country, the local tannery is work- 
ing not only to full capacity but also 
overtime to fill orders. 





Shoe and Leather Assn. 
of Chicago to Elect 


CuicaGco, ILu.—The annual eleciion 
dinner of the Shoe and Leather Asso- 
ciation of Chicago will be held at Hotel 
Sherman early in December. 

The nominating committee has chosen 
the following candidates for ratifica- 
tion by the membership, and as nomi- 
nation is equivalent to election it is ex- 
pected the officers for the ensuing year 
will be: President, J. K. Reynolds; vice- 
president, Willis Hunt; second vice- 
president, Harold Florsheim; secre- 
tary, Robert Heald. 





Defines Advertising 


MraMI, Fia. (UTPS)—E. W. Buck- 
ley of Cincinnati, Ohio, representative 
of the United States Shoe Company, 
while in Miami, Fla., addressed the 
Miami Advertising Club. He said, in 
part, “Three necessary factors o! an 
advertisement are to create a mental 
picture to command and hold atten- 
tion; to create a desire for the thing 
advertised, and lastly to effect the de- 
sired sale.” This explanation of the 
object of publicity is concise an di- 
rectly to the point. 





Heel Co. Incorporate: 


Piqua, OHIO (UTPS)—The Upton 
Heel Company has been incorporated 
with an authorized capital of 100 
shares of stock, to manufacture and 
distribute shoe heels of wood, ‘etal 
or other materials. Of the capit:liza- 
tion, 50 shares are common wit!) no 
par value and 49 shares are pre‘crred 
with $1,000 par value. The incorpora- 
tors are Clifford D. Upton, Leot. Up- 
ton and Oliver R. Williamson. 
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New Colors in Suede Calf 


BostoN—Ten new pastel shades in 
Weilda suede calf, which because of 
their unusually delicate color effects, 
may be adapted to a wide variety of 
uses, have been brought out by A. C. 
Lawrence Leather Co. The new shades 
are pink, light blue, orchid, light green, 
wine, peach, dark blue, yellow, cerise 
and dark green. A. C. Lawrence 
Leather Co. is also producing Naco calf 
and Weilda suede calf in all the official 
style colors recommended and approved 
at the recent Joint Shoe Styles Confer- 
ence in New York. 


More Novelty Leathers 
for Springtime Shoes 


New YorK—Frank Hecht, of F. 
Hecht & Co., leather dealers, has just 
returned to the United States after a 
six weeks’ trip abroad, during which he 
visited all of the important leather 
centers in France, Switzerland and 
Germany. He also visited the Leather 
Fair in Paris, and brought back with 
him many novelties for the spring 
season. 

Among the new numbers which we 
understand F. Hecht & Co. will shortly 
announce to the trade are Krinkle Kid 
and Serge Kid. These are startlingly 
new patterns produced in Germany, 
and should make up into stunning af- 
ternoon shoes. 

Another new number announced by 
Mr. Hecht is Aurium, which is a new 
metallic-like leather for shoes. Aurium 
Kid is named after the new metal, 
Aurium, recently discovered in Ger- 
many. The shade of this Aurium Kid 
is a delicate blending of old rose and 
dull silver, giving a most pleasing ef- 
fet. Mr. Hecht also believes that 
Lizards and Watersnakes will be par- 
ticularly strong next season. A num- 
ber of new shades are announced in 
these interesting skins. 


Stetson Shoe Company 


Band Goes on the Air | 


BostoN—The Stetson Shoe Company, | 
| about 35,000 square feet of manufac- 


Inc., of South Weymouth, Mass., has 
joined the ranks of those concerns who 
advertise by air. 


Recently a contract was signed with | 


the National Broadcasting Company of 
New York engaging the facilities of 
twelve stations on the Red network 
every Sunday evening from 6.30 to 7.20. 

Through a series of band concerts by 
the now famous Weymouth Post Amer- 


ican Legion Band, prize winners at | 
Paris, France, the Stetson Shoe Com- | 
pany hopes to revive that spirit of pa- | 
triotism that swept the country during 


the days of ’17 and 18. Martial music 
played by a band composed of young 
men all of whom saw service during 
the World War will do much to accom- 
plish this purpose. 

The concerts are played in the studio 
of station WEEI of Boston and sent 
out over the Red network wires to 
WEAF, New York; WFI, Philadel- 
phia; WSAI, Cincinnati; WTAM, 
Cleveland: WGR, Buffalo; WGY, Sche- 
nectady; WJAR, Providence; WCAE, 


Pittsburgh ; WTAG, Worcester; WTIC, | 


Hartford, and WSCH, Portland, Me. 





| turing space. 
| in centre Brockton, and the concern 





Haverhill Predicts 


Fancier Spring Shoes 


HAVERHILL, Mass.—With a few im- 
portant exceptions the local shoe in- 
dustry is now moving along slowly, 
production being reduced to about 60 
per cent. The Rickard Shoe Co., the 


Model Shoe Co., and the Modern Shoe | 


Co. continue to require overtime work, 
and represent the only firms now at 
capacity. The shoemen, however, are 


generally optimistic and are engaged 


in sampling shoes for the new season. 
Fancier types are assured for spring, 
with smart strap, tie and plain pump 


patterns being introduced in the new | 
d Honey | 
beige and white jade are prominent in | 


kid, suede and calf leathers. 


the new colors being sampled and being 
well spoken of for the new season. 
The opening of the new season is 
still speculative. 
serving the retail trade are hopeful of 


buying on the better grades starting | 
The style | 


early the coming month. 
show season, opening in St. Louis late 
this month, and continuing in the Chi- 


cago and Boston markets in January, | 


however, is expected to furnish the 
real stimulus to spring buying. 
The cheaper grade McKay shoes 


represented the greater part of im- | 
| mediate business in the local plants. | 
| Small orders keep coming in, but suf- 


Some manufacturers | 
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WHERE TO BUY 


Women’s Novelties 


Oe OF ee er 


Little Competition 2 
Selling stylish arch- > 
supporting footwear. 
Light-weight; covered 
wood heels. 


Returnable samples 


ie. irtiters 
Cio 

we Ng sent at our expense. 
S a 





Ys Samuel Cohen 
Shoe Co. 

72 Lincoln St., 

Boston, Mass. 











Latest Styles at 
Popular Prices 
in Stock, . 

ST.-NEW YORK 











WHERE TO BUY 


Men’s & Women’s 
Slippers 


ficient only to keep plants operating on | 


abbreviated schedules. New late sea- 
son numbers brought out by some of 
the shoemen have stimulated business. 


Old P. B. Keith Shop Sold 


BROCKTON, Mass.—Max E. Wind, of 
the Wind Leather Co. and the Wind 
Innersole Co., has purchased-of Pres- 
ton B. Keith the shoe factory in the 
Campello district formerly operated by 
the Preston B. Keith Shoe Co. until 
two years ago when the concern was 
merged with the Whitman & Keith Co., 


| and he will consolidate his two dif- 
ferent manufacturing establishments 


in the building. 

At the present time the Wind Welt- 
ing Co. is located in Campello in a 
building where the company now has 


The innersole business 


has 28,000 feet of manufacturing 
space. In the new, large factory the 


| three floors are ample for the neces- 
| sary expansion. 


Mr. Wind is president 
of the two concerns; Abraham Horo- 
witz is treasurer, and Rosetta Ganley 
is secretary. The assessed valuation of 
the wooden building is about $40,000. 


New Shoe Stores 
G. E. Gish, Beatrice, Neb. 


Philip Berman, Second St., Colorado, | 


Texas, shoe department. 
Barden Store, Kenosha, Wis., shoe 
department (Jerry Lynch, manager.) 


John Irving Shoe Store, 501 Wash- | 


ington Street, Boston. 
Caesar Chodon, Plymouth, Mich. 


| §.N. Bowman, Main Street, Wyther- | 

ville, Va., shoe department. 
The Fair, 7 S. Main Street, Sumter, 

| S. C., shoe department. | 
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| PARISTYLE FOOTWEAR MFG. CO., INC. 


41-45 Washington Ave., Brooklyn, N. Y. 
New York Office, Room 622, 1328 B’way 
HIGH GRADE TURN MULES and D’ORSAYS 


Satins, Kids, Brocades and Fancy Patterns. 


$27.00 per doz. and up 
Catalog 
aent on } 
request ‘ 


Men’s All Leather House Slippers 








Iron Sole—Rubber 
Heel. 


Send for samples. 
ROTH & ROSENBERG SHOE OO. 
124 N. Srd St., Philadelphia 








In STOCK 


tLe — 6% 

Gaye; ene 

lets; gen- 

sine kid 

tum; rubber heel; 
rights end lefts: 8 to 8. 
WM. SUMNER SMITH 
25 Mearee Street 
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WHERE TO BUY 
Men’s Spats 
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MEN’S ENGLISH SPATS 
Also Domestic Grades 
Write for Samples 


LYONS & COMPANY 
122 Duane St. New York City 

















WHERE TO BUY 
Shoe Buckles 





V «+—__VEITH-.- ~V 


f CUT STEEL— E 
IMITATION STEEL 
BEADED | 
SHOE BUCKLES 
Tae H, VEITH, INC. T 
m rters— 
a 9-11 East 38th, New York MM 








WHERE TO BUY 
Children’s Shoes 








“ELAM” 
Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F.S. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Boston Office: Statler Bidg., Room 532 














WHERE TO BUY 


Heel Protectors 


os To 











A PROFIT MAKER 
to retail at 
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WHERE TO BUY 


Store Fixtures 


SF er, Ce Or ED 


GOOD WINDOW 
FIXTURES ~ 
t verpand Buttder 


< GOODWIN & CO. 
WORCESTER, MASS 
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Fancy Leggings to the Fore 


[CONTINUED FROM PAGE 47] 


is a show card in sepia tones, calling 
attention of the ladies to the fact 
that these spattees are the smart 
things to wear when wintry winds 
blow. Mr. Hollis states that in addi- 
tion to the regular customers of the 
store who buy these spattees, he 
picks up a great many sales from 
tourists and hotel guests. 

At the downtown shoe store of 
Thayer McNeil Co., the legette is re- 
ported as a strong seller. The first lot 
put in went so rapidly that they were 
soon cleaned out, and another lot 
had to be rushed through the factory 
to meet the demands of the women 
customers of this store. The legette, 
it was explained, was the result of 
the desire of the ladies to protect 
their limbs, thinly clad in chiffon 
stockings, on cold and stormy days. 
It was further explained that it could 
be worn over a rubber, which is a 
bit unusual for any gaiter adjust- 





ment, and can also be adjusted for 
either a high or a low heel, by the 
button snap underneath the instep. 

It is appealingly featured in one 
of the windows of this store, and 
near it a card reading “To Foil Chil] 
Winds.” 

In the children’s shoe window, at 
the left hand side of the Temple 
Place entrance, long, black, or tan 
corduroy leg coverings for the chil- 
dren, with the hookless fastener at 
the sides, which coverings can be 
drawn well up over the body, have 
proved good sellers. 

The men, too, are offered a hook- 
less side fastener spat, as an innova- 
tion from the well-known, four-but- 
ton fawn or black variety. From 
England comes the all-over rubber 
legging, with hookless front fasten- 
er and with covering of rubber for 
the sole of the shoe as far as the heel. 








$100,000 in a Town of 1800 


[CONTINUED FROM PAGE 49] 


Nick literally makes hay while the 
sun shines, for it is obvious that at 
least some of his trade must come 
from a far distance. And come they 
do from all parts within fifty miles 
of the store. In winter, business is 
not so good, for snow sometimes 
blocks the roads. Afternoons and 
Saturdays in summer, however, cars 
are parked all over. the little town, 
while the owners and their invited 
guests crowd the now roomy shop. 
The average closed car holds from 
four to seven people. It is interest- 
ing to note that most of the cars 
carry capacity loads; also that nearly 
every one of the party buys one or 
more pairs of shoes. Even the 
chauffeurs are allowed time off so 
that they, too, may purchase. * 

And of the grades he sells? To 
state that the average pair price is 
better than $9 tells the story. 

Customer confidence is proved 


daily by the large number of mail 
orders received from all over the 
country. Men’s shves are seldom or- 
dered this way, but each mail sees 
several letters in which the woman 
correspondent either encloses a check 
for a shoe she describes or asks that 
a pair be sent her C.0.D. With the 








ever-changing styles, no catalogs 
are issued. Customers simply write 
for a certain desired style. It is 
seldom that a mail exchange is nec- 
essary, so well is the trade under- 
stood. A couple of times a year a 
folder is mailed to the list, but that 
is all. 

Also, Bahouth sells $10,000 a year 
in rubbers and $3,000 in hosiery, the 
total of which is more than the aver- 
age shoe store in a village of 1800 
hopes to do in everything. 





“A Whale of a Volume 
and a Minnow ofa Profit” 
[CONTINUED FROM PAGE 41] 


ume, he takes his time and gets only 
sound, profit-making business. He 
gets volume, of course, and plenty of 
it—but it is profitable volume. 
“And all these because this good 
merchant, this good merchandiser, 
this good buyer, this good adver- 


tiser knows that the object of store- 
keeping is a fair, deserved net profit. 
And all his efforts are aimed at 4 
fair, deserved net profit. He doesn't 


go fishing without bringing home 
what he goes after—which is always 
a fair, deserved net profit.” 











November 26, 1927 BOOT AND SHOE RECORDER 93 





re 



































ed for 
by the v 
instep. 
in one 
. - ‘ Kwik Glide Fastener 
ul Chill Gaytees are made with the special kwik 
' Qui | as re cL fastener for those who prefer that style— 
low, af the sturdiest, smoothest-working slide- 
~‘ 2 7 fastener to be had 
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can be di d: 
ogee: AaAadS a 
ho = h 
' . k Sd Vf L OU C. Along the Avenue, Gaytees in colors 
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ur-but- protect fashionable feet from rain 
From to your and cold as well as slush and snow 
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fasten- 
jer for costume 
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italogs 
r write LORS to match your costume— 
It is tans, grays and a variety of other 
ig nec- fashionable shades! Fabrics— ribbed, 
under- plain and novelty weaves! Thoroughly 
an’ waterproofed. 
it that Fast-dyed linings that cannot discolor 
your stockings. Smart tailored lines! 
Weigh so little they will never tire 
a year your feet. In Gaytees you can triumph 
ry, the smartly over rain and slush and cold! 
_ You have the full protection of a 
f 1800 completely waterproofed overshoe and 
a chic accessory of your costume. No 
clumsy buckles — no fastenings any- 
where visible to mar the shapely line 
ume over your instep. The ankle-snapper, 






demurely hidden by a clever turnover 
cuff is adjustable. 

Gaytees are sold in good stores every- 
where, in all sizes for women and girls. 
They are not Gaytees unless they bear 







ofit” 


1] 



























ts only 
He Snap Fastener the Gaytees trade mark. 

anny @ Gaytees open wide so that your foot slips [ 
. tn or out with utmost ease. They close with { ( 
; good an adjustable ankle-snapper cleverly av y S 
ndiser, hidden by a chic turnover cuff Trade Merk Reg.U.8.Pat.08 
adver- e 

store- Made only by United States Rubber Company makers 
profit. of every style of rubbers and arctics for men, women and children 
1 at a 

loesn’t 





Note: This is one of a series of advertisements now appearing in the Gaytees nation wide campaign 





home 
always 
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POSITIONS WANTED 
LINES WANTED 

ALL OTHERS 

ALL DISPLAY SPACE 





4c per word. Minimum Charge 75c. 

4c per word. Minimum Charge 75c. 

7c per word. Minimum Charge $1.25 

Five dollars per inch. Allow 45 words to an inch 


Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 

When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 
Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts 
















































SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





———- 

















SALESMEN WANTED 


Middle west manufacturer of children’s, misses’ and growing girls’ 
shoes, whose line is well known, is expanding its sales organization. 
It will be glad to receive applications from shoe salesmen who have 
a retail following. We have openings in lowa, Ohio, West Virginia, 
Kentucky, Arkansas, Oklahoma, Texas, Nebraska, Kansas and Mis- 
souri. Our salesmen know about this advertisement. Write in strict 
confidence, giving full details as to lines carried. Address D-168, 
care Boot and Shoe Recorder, 189 W. Madison St., Chicago. 








We have been selling the 
larger operators mainly. Now 
we want live salesmen to help 
us expand our business with 
the better retailers on our 
lines of misses’ and children’s 
Welts, Greenflex Process Flex- 
ible Shoes and Children’s 
Stitchdowns. Can be carried 
as a side line on straight, 
liberal commission basis. The 
following States are open, some 
with an_ established business:— 
Wisconsin, Minnesota, Iowa, Mis- 
souri, Arkansas, Nebraska, Kansas, 
Oklahoma and part of Texas, 
Louisiana except New Orleans, 
Washington, Michigan. Give full 
details in first letter. 


GREEN SHOE MFG. CO. 
960 Harrison Ave., Boston, Mass. 














N account of changes in some New York 

state territories, applications will be con- 
sidered from salesmen having an established 
business and a sound record. If you are now 
doing well but want a larger opportunity, write 
us, stating your age, the territory you now 
cover, amount of sales, and the line you are 
now selling. THE HURD & FITZGERALD 





We are increasing our sales force and 
have several opportunities to offer 
men acquainted with dealers who sell 
work shoes. Can be carried as a side 
line in some territories. Write full 
details in first letter. 


Goodwill Shoes 


For Hard Service and LongWear" 














ANTED AT ONCE—Three high grade 
rubber footwear salesmen by a large rubber 
company, to sell a popular and well advertised 
footwear item for women. Excellent returns 
for experienced men. Address D-154, care 
at and Shoe Recorder, 207 South St., Boston, 
ass. 





ANTED—Salesmen with established trade 

to sell fast moving line of women’s novelty 
McKays, priced at $3.35 to $4.50 in Colorado, 
Minnesota, Mississippi, Nebraska and Wisconsin. 
Money making proposition for the right man. 
SHU-STILES, INC., 1330 Washington Ave., 
St. Louis, Mo. 





ALESMEN to carry a side line of fine rhine- 

stone cut steel and metal shoe buckles. State 
references. Address D-165, care Boot and Shoe 
Recorder, 239 W. 39th St., New York. 











SHOE CO., Utica, N. ¥. 
MANUFACTURER offers unusual opportunity 
to experienced salesmen in Chicago, Cleve- 
land, Detroit, Philadelphia, New York State and 
New York City, to carry fine line of medium 
priced women’s welts made on genuine combina- 
tion lasts and carried in stock—in many attrac- 
tive styles from A to EEE. Address D-171, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 








ANTED SALESMEN, high grade men to 
sell a side line of children’s quality shoes; 
short line, sixteen samples; shoes stocked; stitch- 
downs 5/8 and 814/11; goodyear welts 5/8, 
8%/11 and 11%/2, at popular prices. Good 
opportunity for live wire, men who can sell 
shoes in volume. Seven per cent commission. 
Give line now selling and details in replv. 


MAIZE SHOE COMPANY, Rochester, N. Y. 


LARGELY increased facilities caus 
seek experienced shoe salesmen who 
ing for a quality line of children’s 


stitched shoes to carry exclusively or as © side 


line in Ohio, Illinois, Texas, New 
Arizona, Nevada, Iowa, Nebraska, Ka 
the Pagjfic Coast States. New spring 
ready. PRIDE SHOE COMPAN 
Locust Street., St. Louis, Missouri. 





ALESMEN—If you are a live wire 


produce real results with the strongest line 
of sellers in shoes made in the United States 
Alabama, 


and have an established trade in 
Tennessee, Kentucky, Virginia, West 
or Louisiana, write at once, stating 


state best acquainted in, to WOLVERINE 


SHOE & TANNING CORPORATIO 
Division, Rockford, Michigan. 


ANTED—Salesmen with establish 

to represent us in Michigan, M 
Colorado, Mississippi and Ohio. We 
largest and fastest selling line of 
novelty shoes in the country, sellin; 
price of only $2.85. Liberal commiss 
wonderful proposition to men of prover 





SPECIAL SHOE COMPANY, 1332 \\ 


ton Ave., St. Louis, Mo. 








POSITION WANTEI 





e S to 
a loc k- 
g lyear 






exico, 
n and 
li now 


\ 1709 






can 
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ing Shoe Buyer 


control. Experienced in m« 
methods, buying system, s 
Eight turnovers. Figure 1 
Proper setups on every deta 
successfully promoting bus 
Live wire with style abilit) 
trainer of help. Will posi 
build up your business to an 
basis. Eighteen years buye! 
manager. References. Top not 


Recorder, 207 South St., B« 
Mass. 





An Expert Merchandis- 


with perfect stock and invent 


Address D-170 care Boot and Shoe 








ry 
ern 







in. 







ton, 








UYER AND STORE MAN 

Thoroughly experienced executi 
connection with live retail store or s 
ment. Twenty years’ experience, 
manager and buyer. Highest refer 
character and ability. Address D-16 
Shoe Recorder, 207 South St., Bos 








HELP WANTED 





DESIGNER and pattern maker 
house slippers. In your letter s 
ences and salary desired. Address 
and Shoe Recorder, 239 W. 39th St 
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LINE WANTED 





LINE WANTED 














A well established New England shoe house ) — 
J oat : Go near the Ocean its called_ 
is in the market for a high grade of Infants’ and The Breakers 






: ; 
Children’s Flexible Welt shoes. So modem i in eauipmen t and 
one of ae finest 





Address D-164 plana Sojoum ty the Sea and visit 
BOOT & SHOE RECORDER The 
207 South Street Boston, Mass. reakers 












ATLANTIC CITY 
=e aah 




















7wo young men catering to the retail trade 















in Greater New: York for the past ten years, 
are opening a New York showroom, and will MERCHANT NEEDS 
be it ‘terested to hear from manufacturers and 
jobbers of popular priced lines of women’s and 
children’s shoes in stock. Address D-166, care 





of Boot and Shoe Recorder, 239 W. 39th St., 
New York. 


























FOR SALE 

















Y communicating with C. E. BAGWELL, 
care of Keplers Shoe Store, Peoria, Illinois, 
you may obtain information of importance 
concerning one of Illinois’ most outstanding and 


valuable shoe stores. 

















“WINDOW 
DISPLAY F F a 


| SEGALLE "SONS 


| 933 ARCH ST. 
| PHILADELPHIA, PA. 


| ARE BUSINESS GETTERS 



















For SAL E—One of the best stores in Wor- 
cester county, changed hands three times in 
34 years. Present owner for 16 years, retiring. 
Shoes and furnishings, stock and fixtures. Value 
$20,000. Address D-167, care of Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 
No. Brokers. 
















OR SALE—Store fixtures. Genuine walnut 

upholstered settees and stools. Shelving two 
cases, etc. WEBER SHOE CO.. 4226 Olive 
St., St. Louis, Mo. 

















FOR LEASE 









WANTED TO LEASE—Space 20x40 in gen- 
eral dry goods store for shoe department. 
Thriving agriculture town, fifteen hundred. 
Northern Indiana. Business organized for thirty 
years. L. L. FRASH, 129 Napoleon Bivd., 
So. Bend, Ind. 


CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other pn a MY Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Ine. 


622-624 Broadway, New York, N. Y. 
Phone Spring 1443 













Superior Shoe Ornament Works 
394 Ralph Ave., Brooklyn, N. Y. 
















CSTABLISHEO 90 





LABELS 


and 


SHOE CARTONS 
































EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 











Sell Us Your Left Over , , 
N ; HE big H-W line of shoe store 
ew York Export Purcuasine Corp. chairs covers all seatin 
596 Broadway, N. Y. City e 263-271 LEXINGTON AVE , BRODKLYN, x 

. needs. The type of chair, shown . ga 


AMERICA’S GREATEST 
Or Entire Stock for Cash above, will deliver satisfactory SHOE CARTON @ LABEL MPCS 
service over a period of many 


years. Investigate our free 
































































a = seating service. 
Trg mn cory 9 RTT Information for Shoe Merchants 
surplus oF slow sellers. Quantities no 20 obbect. — dtryuced Wik 0g field | “Where to Buy” consti- 
of your lands. Wire or phone us. Corre . : . tutes a source of knowledge 

de. Baltimore, Md.; Boston, Mass.; Buffalo, 
spondence confidential. Established 1890. 

MAX GLAUBERG N. Y.; Chicago, UL; Kansas Ciey, Mos so that he who runs through 
ori 
436 Grand Street, New York City Pitledelois.Pas Si.Louis Mo. Port: these pages may read—and 
We ine me _perchase clothing, bats, furnishing , Oregon; San Francisco, Calif, learn. 
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MERCHANT NEEDS 





MERCHANT NEEDS 





















Display Men Like Our Fixtures 









ASK for 









WINDOW DISPLAY FIXTURES 


CATALOG 











ise 1, Sed 


“MANY SALES ARE MADE ON THE SIDEWALK” 


















Write on Your Letterhead 


The Oscar Onken Co. , cincinnati,0. 


No. 611 W. 4th Street 
























Milbradt 
Ladders 


made for 40 years 
by the original in- 
ventors. 

Made in all styles 
to suit any shelving 
condition. 

Get our before 
placing y order 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 




















































SENTRY SHOE TREES 


Tuese light, flexible, adjustable 
Sentry Shoe Trees in nickel, black 
and in six beautiful colors for 
ladies. Only two sizes necessary. 
One for men and the other for 
ladies. Retail for 25 and 50 cents. 


Goldsmith Mfg. Co., Providence, R. | 











































t 


DISPLAY FIXTURE 












CATALOG 6-5I 

























Reptiles and Suedes 
Selling in Knoxville 


KNOXVILLE, TENN. (UTPS) — Two 
numbers in reptile are the headliners 
in an array of distinctive new shoes 
being featured by the Peacock Shop. 
The first of these, a Calcutta lizard 
tie, has the upper portion cut away 
from the three eyelets, a twenty-eight 
heel and the slightly rounded toe that 
is particularly favored by the youth of 
this city. It is without doubt quite one 
of the smartest slippers of the season— 
so smart in fact that the third shipment 
is already practically exhausted. 

The second number, and a very close 
second it is, comes in brown and black 
alligator with military heel and broad 
buckled strap. It features a slightly 


| longer vamp as well as a more pointed 


toe. 

However, suedes are vying with rep- 
tiles for first place, says W. H. Parki- 
son, manager, and a short vamp suede 
pump that the store has recently re- 
ceived is in great demand. The younger 
girls of the city still prefer the short 
vamp and rounded toe, according to 
Mr. Parkison, and a pump having 
these features, coming in patent as well 
as black and brown suede, has easily 
been one of the best sellers of the 
season. 

Silver slippers are selling for evening 
wear, but the white satin, to be dyed to 
match the dress, is decidedly popular. 





Car Visits Shoe Store 


MINNEAPOLIS, MINN. (UTPS)— 
George A. Pierce, Inc., 827 Nicollet 
Avenue, Minneapolis, has his store 
back in running order. An automo- 
bile, apparently in search of new 
shoes, entered the store with a grand 
smash, damaging the entrance. Plate 
glass was soon installed and the motor 
car evicted by a city detective, who 
failed to find the driver. 


Zeff’s Open Shoe Dept. 


Detroit, Micn. (UTPS)—Zeff’s, a 
dry goods store located at Mack and 
Townsend Avenues, announce the open- 
ing of a shoe department for men. 
The Beau Brummel shoe is featured. 











Patent and Suede Lead 
in Cincinnati Shops 


CINCINNATI, OHIO—Local shoe re. 
tailers are doing a rather zig-zag busj- 
ness. A few cool days now and then 
start shoes moving, but more warm 
weather soon follows and business js 
dull again. A smattering of every. 
thing is selling with patent and suede 
in the lead. Lizard is reported better 
than it has been for some time and 
kid is also gaining back some of its 
lost prestige. Tan and pastel shades 
are beginning to move, and from pres- 
ent indications it looks as though win- 
ter will be a more colorful season than 
has been predicted. 

Evening slippers of imported Fara- 
qua Lizard with metal kid trimming 
are moving well for the Smith-Kasson 
Company, John Logan, shoe depart- 
ment manager, reports. Another new 
one that is very popular with shop- 
pers is a “needle-point” vamp of pastel 
shade with kid trimming. Tan alligator 
and brown lizard in the higher-priced 
shoes are moving good, Mr. Logan re- 
ports. Several pairs of holiday slip- 
pers made of feathers and trimmed 
with birds, selling at $12.50, were sold 
the day the shipment came in. 

At the Guilford Shoe Company noth- 
ing is outstanding, according to Man- 
ager F. A. Wagner. Patent is very 
good, Mr. Wagner said, and suede is 
moving well. The past week has seen 
a decided increase in calls for tan 
shoes. October sales on children’s 
shoes did not come up to expectations, 
Mr. Wagner said. Black leads in the 
sale of men’s shoes at the Guilford 
store, although tan in the darker shades 
is very good. Imported Scotch grains 
with kid lining are going over big with 
the college boys. 

“Our sales are mostly on _ black 
patent at present,” said H. Baumer, 
manager of the Pohl Shoe Company; 
“although calls are pretty well diver- 
sified. Business has been rather dull 
for the past few weeks and a change 
in weather is necessary to make the 
shoe business more stable.” 





Unique Shoe Department 
to Open in Philadelphia 


Fitting a shoe department in futuris- 
tic fashion is something in the news 
from Philadelphia. To sell classic and 
high novelty footwear, the new Bonwit 
Teller store at Seventeenth and Chest- 
nut Streets, Philadelphia, will cater to 
high class trade, with footwear repre- 
senting the product of the foremost 
manufacturers of women’s shoes. 





No expense has been spared in fit 
ting up the department, which is to 
open in the early spring of 1928. Such 
an out-of-the-ordinary type of store as 
planned classes it as perhaps the most 
pretentious and elaborate shoe section 
ever attempted. 

Wears Red Shoes 

PiTrsBURGH, Pa.—On the occasion 0! 
the recent visit of President and Mrs. 
Coolidge to this city, Mrs. Coolidge 
wore shoes of red velvet and hosiery of 
a peculiar shade of gray-red = 


shoes matched the red velvet 
wore. 
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Farsighted retailers forestall 
vain regrets by insisting 
on the use of Alpha Wood 
Heel Screws by the manu- 
facturer. An important little 
detail that will safeguard 
your customer and help 
create good will 





























n the Sidewalks 
of New York 


and other large cities too, are 
many gratings in which the wood 
heels on women’s shoes are apt to 
become loosened or lost. This us- 
ually results in injury to the wearer 
and loss of a customer ¢o you. These 
occurrences, caused by defective 
wood heel attaching, may be elimi- 
nated by insisting on the use of the 
WG/C ALPHA Woop HEEL Screws 
in all your shoes. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


AN A AS * 


—y ar 
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Serves in 























for the right purpose, to t 
right price, at the right profit. 


In this Issue— 


“A WHALE OF A VOLUME ......... A Profitable Sermon .......... 41 
And-a Minnow of a Profit.” 


THE NEWER NOTE IN WINDOWS.... 


Getting More Shoes Sold Right; not only “more” but “right”; sold 
he right wearer, in the right fitting, for the Bancroft Walker Co., Boston, Mass..... 7 
This is the great problem of the retail 
shoe merchants. The chief purpose of THE Boor anp SHOE RECORDER 
is to help solve it; for this is the basic problem upon which depends Best-Ever Slipper Co., Inc., Brookly: 
the progress of the entire allied industries relating :o shoes and leather, _ ie ae hie. oe ee 
their production and distribution 































News of the Travelers. 












WHo’s WHO ON THE ROAD........ By Helen M. Haney ........... 





Help from the Carpenter 
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The Boot and Shoe Recorder A buying guide to 


BOOTS AND SHOES 


Alden, C. H., Abington, Mass........... 10 


Bates-Dow Co., Inc., Brooklyn, N. Y... 58 


Blog Shoe Co., New York City......... 







Brockton Co-operative Boot and Shoe Co 
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Brooks Shoe Mfg. Co., Phila., Pa...... 





Churchill & Alden Co., Brockton, Mas 
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Rapids, Mich. 70 
Heywood-Wakefield Co., Wakefield, Mass.. 95 
Kawneer Co., The, Niles, Mich 77 
Milbradt Mfg. Co., St. Louis, Mo 96 

Miller, O. A., Treeing Mach. Co., Brockton, 
76 
Onken, Oscar, Co., Cincinnati, Ohio 96 


Pollinger, M. D., Co., St. Louis, Mo..... 90 


Ramey Heel Protector, Memphis, Tenn... 92 
Reynolds Co., The, Providence, R. I 


Veith, A. & H., Inc., New York City.... 92 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Beckwith Mfg. Co., Boston 
United Fast Color Eyelet Co., Boston, 
United Shoe Machinery Corp., Boston, 


er 18, 97, 3rd Cover 


MISCELLANEOUS 


Glauberg, Max, New York City 


Kirsch-Blacher Co., New York City 


New York Export Purchasing Corpora- 
tion, New York City 


Penney, J. C., Co., St. Louis, Mo. 
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Next Week 


you will find 
in the 


Boot and Shoe 
Recorder 


























F national importance is the 

subject of style, which finds its 
proper presentation in our next 
week’s issue, first in our Quarterly 
Style feature, and second in the first 
buying impulses at St. Louis. The 
combination of the two in one issue 
gives the first broad presentation of 
a style movement in 1928. 


HE outlook for business as 

viewed by leading manufacturers 
and bankers finds presentation in 
next week’s issue in a telegraphic 
survey, which combines pure reason 
concisely presented. 


F first importance in new shoes 

is design. Therefore, we illus- 
trate some new and exclusive foot- 
wear types of very distinctive line 
and accent. Most merchants have 
some idea of the materials they want 
to use, complemented by an interest 
in color. What they now ask for are 
indications as to the popularity of 
new designs. These will be revealed 
in next week’s issue. 
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STEADY VOLUME 
| volume oft 
orders tor VULCO-U NIT BON TOES, over 

n mean but one thing 
1 BOX TOES haveal- 


wav the »roughly 


Phe steady and ever increasing 


pcr1od Of Many Veurs, ¢ 
—ThatcVULCO-UNI 


proved to- He i 


RING COMPANY 





